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The Story 
begins in 1887 


The first vestibuled Pullman train was in- 
troduced in 1887... the Statue of Liberty 
Was extending its first welcomes to new- 
comers from Europe in New York harbor 

. the fastest thing on the road was the 
horse... the tanning industry used its first 
Atlas Oils and found them the finest they 


had ever used. 


Yes, the story of Atlas Oils begins 65 years 
ago and continues one of increased accept- 
ance by tanners as Atlas technicians con- 
tinue to supply the perfectly controlled 
oil for leather. No matter what your oil 
needs, you will find that you can always 


depend on Atlas for strict adherence to 
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LOCKWOOD STREET 


exact formulae at all times, for perfect 
unitormity, and for expert help in produc- 


ing highest quality leathers. 


In the modern Atlas laboratories are the 
most scientifically efficient equipment and 
the most accurate data and methods for the 
production of oils that ers 
will meet your every re- 
quirement. Ask for the 
today. 
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Inside Story 


ofa 
better 
selling shoe 


You add sales appeal to the inside of your shoes 
when you use smart-looking, long-wearing Respro 
fabricated linings. Rich in appearance—highly 
resistant to wear Respro linings combine mold- 
ability with durability. In) manufacture 


they reduce factory “cripples” and rejects. In use 
Respro Quality Linings 


for Popular and 
Medium Priced Shoes 


they give your customers a better looking, 
better wearing shoe. Next to leather, you can’t 
buy a better lining for your shoes. Like 


to see? Send for free samples of these 
RESPROID® £1300 and 21235 

Our best Vamp and Quarterlining 
materials for quality shoes — 
exceptionally wear-resistant. Fabric 
base is specially treated with rubber 
to give excellent non-fray characteris- 
tics. High grade plastic coating 
gives extra strength — resists 
peeling and abrasion — can be 
stitched and flexed without cracking. 


numbers now. 


DURAKALF®& 
A high quality, popular price Vamp 
and Quorterlining material that 
has great resistance to wear. Comes 
in either high-luster Pigmented 
Pyroxylin-coated finish, or Plain Dull 
finish) — both with o quality fee! 
and appearance your customers 
will recognize ot a glance 


RESPROID® 21000 
The finest Socklining and Heel Pad 
material we have ever produced for 
High-Grade shoes. Made on a base 
of our famous unwoven, non-fray 
Tufste®, with an abrasion and 
crack-resisting plastic surface far 
superior to pyroxylin-coated materials. 
Is unusually strong — cuts absolutely 
clean cannot show any frayed 
edges or trace of fabric weave 


Also RESKRAF® and TUFLEX® 
, ; ; high quolity, low cost Hee! Pad 
Makers Of World-Famous TUFSTA®™ Reinforcing Material and Socklining materials 
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If you're planning a platform shoe for your fall or winter 
line, be sure to see Armstrong's materials before 
you buy, Among our nine cork and 
cork-and-rubber compositions are platforms ideally 
suited to every purse and design requirement. 
All Armstrong materials cut clean without A R M eT R ONG °& 
— = o a . 
cracking and handle uniformly in the machines. 
All sheets are cut to specification 
exactly. They give you smooth, fast production with 
an “in the shoe” cost that’s surprisingly low. 
For working samples, call your Armstrong representa- 
tive or write Armstrong Cork Co., Shoe Products 


Department, 8803 Arch Street, 


Lancaster, Pennsylvania. 
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Line them with 
MIRAKROME 


MIRACLE CHROME LINING 


AND 


Mary’s LAMBSKIN 


Created from Selected Lambskins 
TIGHT FINISH 
PENETRATED DYEING 
STRONG & LONG WEARING 
UNIFORM QUALITY 
& COLORING 


DONNELL 
& MUDGE, inc. 


Long Lasting Linings 
CANAL ST., SALEM, MASS. 


AGENTS 
Walter Kemp 
Pennsylvania 


Sol Leventer 

New York, N. Y 

F. A. McDonald Co 

St. Louis, Mo 

C.N Riesenberger 
& Son Al Wakeford 

Columbus, Ohio Milwaukee 


W. Pearce Titter, Jr. 
Rochester, N. Y 
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* This product has no connection whatever 
with the American National Red Cross 


THE BIGGEST NAMES IN SHOES 


CHOOSE ONCO insore-ated INSOLES 


For a quarter century the country’s top shoe manufacturers have approved of 
ONcO— Insole-ated — to set the standards for quality in the insole field. 





Wuy? Because ONCO insoles always give them the very best in shoe-making 
\ qualities. Stronger internal ply strength .. . absolute uniformity in 
thickness, texture and flexibility. And unlike ordinary insoles, ONCO 

will not crack, curl or harden from moisture, perspiration or 

\ changes in temperature. 


= IK Every step in the manufacture of an ONCO insole —from the selection 
and cutting of timber through processing of fibres to finished product 
—is completely controlled by Brown Company. That's the big 
reason why ONCO insoles are unequaled for quality! 

Look for the ONCO trade-mark stamped on every insole. Placed 
there for your protection, it’s your guarantee of quality. 
Always specify ONCO in your orders. For more information 
write Dept. HC-3 in our Boston office. 


BROWN 
Die 


COMPANY, Berlin, New Hampshire 


CORPORATION, La Tuque, Quebec 


General Sales Offices: 150 Causeway Street, Boston 14, Mass. 
Dominion Square Building, Montreal, Quebec 








SOLKA & CELLATE PULPS * SOLKA-FLOC * NIBROC PAPERS * NIBROC TOWELS * NIBROC 
KOWTOWLS * BERMICO SEWER PIPE, CONDUIT & CORES * ONCO INSOLES * CHEMICALS 


March 22, 1952 LEATHER and SHOES 5 











FAIR TRADE—FAIR To Wiow 


“Protection from competition” —a new name for price-fixing 


HE Jones Shoe Store bought a line 

of women’s casuals from the 
Blank Shoe Co. The shoes would 
ordinarily retail for $5.95. But Jones, 
a smart and aggressive merchandiser 
relying on volume through fast turn- 
over, planned to retail the shoes for 
$5.45. Down the street was the Smith 
Shoe Store, which had bought the 
same line of shoes. But Smith didn’t 
have much merchandising spark, was 
satisfied with an ordinary turnover 
on his shoes. He therefore figured 
on selling the shoes for the regular 
$5.95 price. 

When the season opened, both the 
Jones and Smith shoe stores dis- 
played and advertised these new 
casuals—Jones at $5.45. Smith at 
$5.95. Jones did three times more 
business than Smith with these shoes. 
Smith thereupon complained to the 
manufacturer, Blank Shoe Co., that 
Jones was price-cutting. 

Blank then appealed to Jones to 
uphold “fair trade” and mark the 
shoes up to $5.95. Jones refused. 
So Blank laid down the law to Jones: 
“You'll have to price “em at $5.95 
or we'll pull the line out of your 
store.” Blank did this reluctantly, be- 
cause Jones was selling three times 
as many of these shoes as Smith. But 
Blank had to comply with the new 
law called “Fair Trade.” 

In fact, Blank had to go it even 
one better: “No markdowns when 
the season is over, either. The law 
says that’s price-cutting and _anti- 
Fair Trade.” This, of course, was 
ridiculous. Blank, Jones and Smith 
knew it. But the law was the law. 

Well, Smith sold his shoes—not 
many— at $5.95. Those he had left 
over at season’s end he couldn't mark 
down, so he was stuck with them. 
Naturally, he couldn't buy more from 
Blank. Jones bought from another 
manufacturer at lower — prices 
though the shoes weren't as good in 
quality. He sold more shoes than 
Smith, of course, but the consumer 
wasn't getting as good a shoe as he 
was under the other arrangement. 
So Blank lost Jones’ business, was 
stuck with Smith. 

But the one who got stuck the most 
was the consumer. He got either a 
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poorer quality shoe at a lower price, 
or, he paid a higher price for the 
hetter shoe. Why? Because the gov- 
ernment said this was “fair trade” 
designed to help everybody. 

Of course all this is a cooked-up 
story, but it’s on the verge of be- 
coming a reality. The Fair Trade 
bill is about to go before Congress, 
and it appears to have every chance 
of becoming law. This law says that 
any given item must sell at a given 
price--the same price-—in all stores. 
This. says the law, will “protect” the 
small retailer from price-cutting 
tactics used by large stores, dis- 
count houses or small retailers will- 
ing to take a smaller margin in order 
to do more volume and realize a 
larger over-all profit. 


Self-Interest Groups 

Behind this bill are two self- 
interest groups, the retail druggists 
and the retail hardware dealers. They 
claim that the price-cutting methods 
of such stores as Gimbel’s and Macy’s, 
along with discount houses and super- 
markets employing “loss leaders,” 
have done damage to the small re- 
tailer. So they want a law to stop it. 
They call it a “fair trade” law but 
what they unblushingly mean is a 
“price-fixing” law, which it ob- 
viously is. 

The disturbing part of it all is that 
Congress is going to swallow the 
hook. And while we're talking free 
enterprise out of one corner of our 
mouths, we'll be practicing socialism 
out of the other. For in all socialist 
countries of the world today there 
are price-fixing laws posing under 
“fair trade.” 

As a result, the efficient business- 
man who through more careful opera- 
tion is able to sell at lower prices, 
is penalized for his efficiency. He must 
now sell at the same price as his less 
efficient competitor. We thus subsi- 
dize the inefhicient with legal protec- 
tion for his inability to compete. 
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We thus see the heart cut right out 
of our competitive free enterprise 
system, where there is a reward for 
the fellow who finds ways to attract 
more customers and do more busi- 
ness, 

And what happens to the con- 
sumer? Holding the bag, as usual. 
Fair Trade ends up in price-fixing. 
Consumers are thus forced to pay 
higher prices. The retailer is able to 
conduct his business on a take-it-or- 
leave-it basis, knowing that the con- 
sumer can’t get it for less elsewhere. 
The “protected” retailer, now un- 
concerned about price competition, 
can relax and take it easy. His mer- 
chandising may even become slovenly, 
but he has no worry because he won't 
be penalized for it. 

There is no doubt that some 
predatory price-cutting is practiced 
habitually by some stores. However, 
the grave error is to regard this kind 
of operation synonymously with an 
operation which, through efficiency 
and aggressive merchandising, — is 
able to undersell a competitor. When 
we begin to penalize efficiency and 
business aggressiveness, free enter- 
prise will land in a ghost-town called 
“Stagnation.” 

The regulation of prices doesn’t 
belong under the jurisdiction of any 
government-—unless that government 
is socialistic. 

If prices must be regulated, then 
let them be regulated by a manu- 
facturer-retailer agreement. — This 
means that if a retailer doesn’t wish 
to conform, he can buy his goods 
from other manufacturers and_ sell 
them at his own prices. We have 
many manufacturer-retailer “agree- 
ments” in the shoe industry where 
the same shoe sells for the same price 
everywhere. We also have the op- 
posite arrangement. What's important 
is that the consumer has a choice 
simply because the economic system 
up till now, is competitive. 

But when the consumer is denied 
this choice, business may as_ well 
close up shop and turn over its op- 
erations to. state-run stores. Every- 
one will then be nicely protected 
under the snug wings of Mother 
State. just like in Russia. 
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+ + +» and when we get through you 
won’t have any wringing problems! 
How come? It’s simple. The 
Stehling All-Hydraulic Wringing 
Machine is the result of long study 
and experimentation with wringing 
operations. It combines all the 
better features of the standard me- 
chanical wringer plus an entirely 
new hydraulic system. 

Clutch and brakes of the mechani- 
cal machine have been completely 
eliminated and with them all the 
adjustments, repairs and replace- 
ments, together with general clutch 
maintenance have gone out the 
window, too! 

Pressure roll springs are done away 
Gone, too, are the headaches 
of over broken spring 
rods, and the costly, time-wasting 
adjustment in which two men were 
required to regulate pressure with 
the long lever. 
The Stehling 


smooth, quiet. 


with. 
stressing, 


hydraulic unit is 


The open position 


«Machine: 
Tannwn4] ’ 


e'll put your 
WRINGING PROBLEMS 
thru the wringer / 








Stehling All Hydraulic Combination Wringer 


Take us up on our offer to end 
your wringing problems. Let us 
show you how the Stehling All- 
Hydraulic Wringer will work for 


you. 


is increased one inch for faster, 
more efficient feeding. Foot treadle 
control opens, closes and can re- 
verse its closing operation at any 
point. 


CHAS.H.STEHLING CO. 


1303 NORTH FOURTH ST., MILWAUKEE 12, WIS. 
| ) 
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SHOE FASHION 


Sty [ escope 


NEWS 


AND TRENDS 





News from the textile industry is that garment promo- 
tions this Spring will concentrate on men. Men spend on! 'y 
half as much on clothing as women. So advertising wi 
plug for better male grooming. Newspapers will run men's 
fashion pages. Shoe industry should not be out of the 
running. Here is chance for men's shoe manufacturers to 
get in on what could very easily prove to be big gain in 
men's apparel sales all around. Here is opportunity to 
promote new light, casual styles for Spring and Summer 
which can profit with added boost of concentrated barrage 
being whipped into shape by garment industry. 


If in 1952 every man who puts on light-weight Summer 
suit also puts on pair of Summer shoes, men’s per capita 
consumption would be back at pre-war level. This state- 
ment made by Ward Melville at National Shoe Manufac- 
turers Association meeting held at Tanners’ Council Show 
in New York, in explaining reasons for desirability of pro- 
moting ‘Summer shoes for a Summer suit.’ He added 
that 70 percent of men in one of largest urban areas in 
East own no Summer shoes today—and that is typical in 
all areas. So with garment trade calling the signals this 
Spring, chances are good that men's shoe industry can add 
o the score if it gets into the huddle. 


High-riding fronts moving into limelight in women's high 
style dress shoes for Fall. Shoes being styled on this theme 


incorporating definite feeling for lightness of detail. Many 
designers using colonial type tongue with or without orna- 
mental buckle. In most cases tongue is softly pleated at 
base creating graceful flare over instep. Many asym- 
metrical treatments being used with peaks or rounded 
extensions of vamp riding high on one side. Some instep 
straps and one-eyelet ties also being used to give feeling 
of height. Banded shoes fall into this category with two 
or three bands placed over and along front, ending high 
over instep. 


New idea which has stirred up some interest is empire 
silhouette in shoes. This high-waisted costume silhouette 
fairly dominant in latest Paris Couture showings. Theme 
is interpreted in shoes by using long front with slightly 
high-riding vamp and short quarter. Success depends 
upon whether or not empire outline will catch on in ready 
to-wear first, and then whether or not adaptation in shoes 
will be well-fitting, comfortable and smart-looking. At 
present only in experimental design stage which has 
bility of catching on in high-style footwear. Worth 
watching. 


Consensus at Allied Shoe Products Show and Fall Leather 
Show is that pumps are first for Fall and banded types 
second. Most important pump last is shorter with soft toe, 
designed for moderate shell outline. Steadily growing in 
importance is this last built for 14-8 heel. Many 


peeve 
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this heel height will surpass all other heights (with exception 
of flats) in consumer acceptance and volume of sales. 


Simple pump silhouette being dressed up with variety 
of detailing. Feather stitching, embroidery designs, deli- 
cate overlays and underlays, cutouts, bindings, nailheads, 
rhinestones, beading, and flocking designs in matching or 
contrasting colors and materials being utilized to give 
shoes ‘new’ look. This treatment being carried over into 
bows as well. Some manufacturers, wanting to keep shoe 
base simple, are following trend by using bows with beaded 
treatments, nailheads in pearl and white, embroidery 
treatments, etc. 


Grey flannel seems to hold promise again this year. Last 
year manufacturers met with considerable success in using 
grey flannel for tailored type shoes. Designers are going 
step further this year bringing grey flannel into dress shoe 
category. Here again main emphasis is on pump silhouette. 
Shoe being prettied up with tiny cutouts, embroidered 
designs, delicate leather overlays in petal and other dainty 
designs. Flannel also predicted to be good in basic colors, 
especially black, to be used largely in combination with 
another material, such as a reptile. 


Big Fall season expected for reptile leathers. These wil 
be used as all-over, but especially in two-texture shoes. In 
some cases reptile colors will match color of contrasting 
material. However, in most instances, reptile colors will 
lend dramatic contrast to basic colors of other materials. 
These combinations have terrific high fashion possibilities 
but will require sound and sane promotions to help them 
succeed, 


Also expected to be strong is suede and patent combi- 
nations for Fall. Here same treatment is being used as in 
other texture combinations. Again basic pump silhouette 
dominates with patent trim in various details adding life 
to the suede base. Treatment also prevalent in bows 
gracefully shaped in suede set off by patent. Patent as 
all-over predicted to be stronger than last year in new 
promotional colors, but major emphasis will be placed on 
this leather in combination. 


Sn 


Some talk about green as logical promotional color in 
all materials. Active interest was shown at the two shows 
in green pullovers. History of shoe colors indicates that 
whenever green passed up as a Spring and Summer color 
(which is case this year) has‘come in strong for Fall. Deep 
reds also expected to be good and being promoted by 
a few leading fashion tanners. However, many feel that 
red now falls into basic category and green has more 
appeal for promotion. 


‘Kesabes Marg banion 
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IF We'rE GoinG To SeEtt More SHOES 


A package of provocative ideas sure to awaken any shoe man 


n L95L we made 26,000,000 pairs 

fewer than in 1941, ten years ago. 
At this point we'll ignore the 56,- 
000,000 pairage loss of 1951 under 
1950. 

Per capita consumption of shoes is 
not appreciably better than in 1899, 

So many large and small stores 
must lease out their shoe departments 
to keep from losing money. They 
don’t know how to run them. them- 
selves. Excessive markdowns: exces- 
sive capital investment in inventory; 
sales lost because of wrong shoes in 
stock. 

“Seare Selling” 

All these things refer to the dis- 
tribution of shoes, not their produc- 
tion. The great loss of 1951 under 
1950 was expected by those who 
looked beneath the surface, when we 
ignored the welfare of the consumer 
and “scare sold” the retailers exces- 
sively more than a year previous 
and since. 

When the shoe wholesaler joined 
the Dodo bird the retailer was lulled 
into the belief that he’d save money 
by eliminating this “middleman.” 
The savings didn’t materialize. The 
mutual advantages in this wholesaler- 
retailer relationship in our shoe dis- 
tribution system was successful in 
satisfying consumer demands. The 
wholesaler had a modest “control” 
over manufacturer and retailer, was a 
sort of umpire, a liaison guiding the 
whole team toward consumer satis- 
faction. 

Today this common denominator 
is missing. Either the retailers or the 
manufacturers dominate the think- 
ing. the “bosship” sifting back and 
forth without much sense of direc- 
tion. 

Today the shoe chain store has 
captured 60 percent of the ousiness, 
at the expense of the independents. 
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By James Legg 
Vice President 


Heydeys Shoes, Inc. 


(Coincidentally, the rise of the shoe 
chain correspondents to the exodus 
of the wholesaler.) And of late has 
come the desperate rush of the manu- 
facturer-owned stores or chains. 
Because of our inability or un- 
willingness to improve distribution 


—————— I one 


Jim Legg is a man with many 
and positive ideas — particularly 
on the subject of ‘What the in- 
dustry can do to sell more shoes." 
Most of his life has been woven 
in and around shoe business, with 
especial emphasis on sales and 
merchandising. A man with a 
probing, restless mind, and with 
an innate driving force to see a 
good job done better, he has 
made a penetrating analysis of 
shoe business in search of the an- 
swers to the age-old question, 
"How can we sell more shoes?" 

He believes he has found some 
of the basic answers — and in this 
article he lays them on the line in 
his own straight-from-the-shoulder 
terms. 


——-], and ¥ 
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and consumption of shoes, any exist- 
ing business must obtain an increase 
in sales only by taking it from the 
other fellow. We remind you that 
even with some 17,000,000 more cus- 
tomers, shoe output in 195] was much 
below that of 1941. 

The consumer is beginning to balk 

waking up to the reality that he 
doesn’t control his shoe destiny, nor 
influence it beyond bounds estab- 
lished by the industry. This may be 
called a revolution in its way. A 
rebellion against being hemmed in. 


Failure to Analyze Consumer 
Demand 


Why are there so many unsold 
shoes at every season’s end—if con- 
sumers’ wants were considered? Why 
are such large stocks needed in shoes? 
Why such poor turnover in compari- 
son with other items? Do you realize 
that the customers of a store doing 
$100,000 volume will pay about 
$8,000 a year for the store’s mis- 
takes in buying? (Or, more aptly, 
the factory’s mistake in selling the 
retailer.) When the store claims it 
stands the loss of markdowns, how 
about the amount that’s included in 
the markup for them? 

When a merchant plans to open a 
shoe store in a new town, he shops 
the other stores, lists the types of 
shoes sold. He concludes, “Well, this 
is evidently what the people here 
want.” So he stocks up on the same. 
Contrarily, he should have stocked 
what the others didn’t have — and 
he'd have prospered. 

Stock departments aren't the 
answer. Staple types from stock are 
okay. But most factory-stocked items 
are at increased costs to the con- 
sumer. There’s less discount on 
stock shoes; there’s double rent, 
labor, insurance, etc.,—and_prob- 
ably the largest cost is in the conse- 





quent double markdowns. Ever won- 
der where the Outlet stores get their 
merchandise-—-not the job lots but 
their main stock? Stock departments 
force the consumer to be content with 
factory selection of shoes to be 
stocked. 

We're still trying to promote the 
hackneyed idea of getting the re- 
tailer to buy earlier. This he can 
and will do——if someone can find a 
way to make the consumer buy 30 
or 60 days ahead of season. 

The chain store does nothing the 
independent doesn’t do. The chain 


doesn’t get lower prices via quantity 
purchases. It simply resells the shoes 
it buys. But there is one big differ- 
ence. The chain creates its own de- 
mand with merchandise of its own 
selection, while the independent lets 
the manufacturer create the demand 
for them. He who creates the demand 
for anything, owns that demand for it. 

How many department stores have 
no merchandise man? When they do, 
how many unrelated lines must he 
have to handle? Is it true of other 
departments doing six percent or 
more of department store volume? 
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FOR MARKING PRODUCTS, PARTS, 
PACKAGES, TAPES, TAGS, LABELS— 
FLAT, CURVED, IRREGULAR SURFACES 


THE MARKEM METHOD 


Markem machines, types, and inks constitute a better method for 
marking the products of industry. Markem equipment is engineered 
to solve special marking problems. Behind the Markem method lies 
nearly half a century of marking experience which may be applied to 


your marking problem, 


MARKEM MARKING MACHINES 

There is a Markem marking machine for practically every marking 
purpose — for direct marking of product packages, products, and prod- 
uct parts —for imprinting labels, tags, tapes, and special gummed, 
pressure-sensitive or heat-seal backed material, or for producing 
complete labels. Makes up to many thousand durable imprints per hour 
on almost any kind of material. No special skill needed to operate. 
Legend and color of imprint quickly and easily changed. 


MAKE YOUR MARK WITH MARKEM 


Whether you make saws or sox, spark plugs or shoes, TV tubes or tachometers, 
drugs or hand grenades — whatever your marking problem — find out how 
easily and economically the Markem method can handle it. Just send a sample 
of the item to be marked and details of your needs to Markem Machine Com- 


pany, Keene 14, New Hampshire. 
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Are shoes this unimportant? Or is it 
due simply to a lack of program to 
educate shoe people on the subject 
of shoes? 

The retailers have been lulled to 
sleep by the manufacturer whispering 
in his ear that he no longer need 
bother to merchandise, trim win- 
dows. promote, shop before buying. 
and other functions that have made 
the shoe chains so successful. The 
independent retailer is told all these 
things will be done for him—with 
the understanding, of course, that 
his stock is built around the manu- 
facturer’s product. Thus the factory 
controls the merchandising. , 

The fashion magazines have been 
no asset to shoe business. For ex- 
ample, a few seasons ago they 
“dictated” the opera pump, built 
around the theme that this pump was 
versatile, could go with so many out- 
fits. Meanwhile, the manufacturer 
Was promoting a contrasting theme 
the “occasional” shoe and the “shoe 
wardrobe.” But the pump won out 
and shoe sales got hurt. Look at the 
pages of the fashion magazines to- 
day--every model, no matter the cos- 
tume, wears the go-with-everything 
opera pump. 


The Age of Specialization 

Shoe business is too quick to dis- 
card “proven” sellers in favor of 
the “new.” The retailer who buys a 
18-pair run of a pattern in his town 
of 20,000, doesn’t re-buy it because 
“the town is flooded with it already.” 

The average store buys six to ten 
patterns from a regular source. The 
salesman selling those patterns will 
have 75 good patterns in his line 
and 200° samples. When business 
slows up, he wants 75 more patterns, 
forgetting the other 65. 

The interesting phase of this pic- 
ture is that while one salesman is 
selling a particular group of six to 
ten patterns, another salesman with 
the same line is doing his business 
on the same number of patterns, but 
entirely different patterns. We have 
assumed this difference as due to 
sectional likes and dislikes. 

Investigations reveal that all types 
will sell in all sections of the country, 
though in varying proportions, of 
course. There are no longer “small 
towns” or “old women.” Small and 
hig city tastes are very similar today: 
young and old have similar tastes. 
Chalk it up to TV, the automobile, 
radio, the movies! ete. We're a closer 
knit country in tastes. It’s only that 
shoes are behind the trends. 


(Continued on Page 29) 
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Tanners, on the whole, much encouraged 
by business during and after Leather Show. Though 
pick-up not widespread enough to be felt everywhere, fact 
remains many tanners sold good amount of leather before 
Show closed. Encouragingly, those tanners who refused to 
bite at low offers were able to get good prices in final sales. 


Some leathers did not share in feast.. Kid, 
for example, found the going tough. Kid tanners com- 
plaining they are meeting heavy competition from calf, now 
priced at lowest levels in years. Kid has held fairly close 
to post-Korean price levels due to raw skin situation. Tan- 
ners have little pricing leeway. Calf, however, has plum- 
meted in recent weeks, along with bottom dropping out of 
skins market. Shoe manufacturers now find price of calf 
leathers most attractive, even for lines retailing as low as $5. 
Even good grade of calf suede can be bought at 50c today. 
A year ago, same suede hard to get under $1.00. 


Sole tanners must wait for their develop- 
ments. However, sole prices felt well competitive with 
synthetics now. Many sole tanners report return of shoe 
manufacturers who had shifted to nuclear soling. This, in 
itself, regarded as clear-cut indication of inrperative factor 
in sale of sole leather. As long as they remain competitively 
priced, they will hold own. However, another strong trend 
upward might destroy sole markets’ last big chance, perma- 
nently alienate shoemen who have returned. 


Good business reported by side and splits 
tanners. Many reported healthy advance buying at Show. 
Again, price a significant factor. Shoe manufacturers, priced 
out of leather market for some time, particularly those in 
low-priced shoe lines, now reported ordering ready to put 
back leather in fall lines. All in all, tanners of side, splits 
and calf came away from Show in optimistic frame of mind. 

® e 


Latest Quarterly Survey of Shoe Manufac- 
turers Association seems to indicate growing rawstock 
supplies should keep hide and skin prices at reasonable levels. 
Survey does not predict as much but points out supply pros- 
pects, short of unpredictable factors, are large. Jan. 1 cattle 
population of U. S. estimated at 88,062,000 head or six 
million above Jan. 1, 1951. This is fourth year of increase 
since Jan. 1, 1949, low point in current cycle. Four-year 
increase has been 11,232,000 head, gain of 14.6%. 
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Slaughter prospect for 1952 is 19,200,000 
head of cattle, 1144 million above last year. Tanners’ 
Council sees even higher slaughter rate by late 1952, early 
1953. Calf and kip kill also expected to rise. Council esti- 
mates kill of 10,575,000 for 1952 or one million above last 
year. Sheep and lamb slaughter expected to rise 700,000 
skins to 11,500,000 head. 


Latest hoof-and-mouth livestock scare ap- 
pears to be easing. In Canada, wholesale slaughter of 
exposed herds has prevented new outbreaks in quarantine 
region around Regina, Saskatchewan. Canadian officials re- 
port danger of disease spreading less now than at any time 
since outbreak. Many feel Saskatchewan cattle can now be 
allowed to move Eastward without danger of infecting other 
areas. Slaughter, at latest reports, totaled 1,291 animals 
since disease first reported last month. 


U. S. can breathe a bit easier now. At one 
time, Agriculture Department officials feared disease might 
spread across border, hit U. S. cattle hard. Disease epidemic 
here would hit cattle even harder than in other countries 
where livestock have certain amount of immunity. Now 
Canadian situation appears under control and U. S. reported 
ready to announce lifting of embargo on Mexican cattle 
by Sept. 1. This would be almost five years after disease 
broke out south of border. 


Complete figures now available on use of 
leather and non-leather outersoles for past five 


years. Department of Commerce figures show leather 
soles accounted for 73.2% of all shoe soles in 1947 against 
26.8% for non-leather soles. In 1948, leather fell to 64.4% 
against 35.69% for non-leather. In 1949, it was 55.4% 
against 44.6%. In 1950, it was 51.2% against 48.8%. 


Last year, leather dropped below the 50% 
mark to 41.7% while non-leather soling crossed 
the halfway mark to 58.3% of total. Broken down 
into figures, of 374,602,000 pairs shoes, sandals and playshoes 
produced in 1951, 218,375,000 contained non-leather soles, 
156,287,000 pairs had leather soles. 


LEATHER and SHOES 





MORE CIVILIAN SHOES FOR 1952 





CONSUMER DEMAND 
KEEPS INVENTORIES LOW 


Military Buying Will Drop 
10-13 Million 


Production of civilian shoes should 
be considerably higher in 1952 than 
the almost 451 million pairs  pro- 
duced in 1951, according to the Quar- 
terly Survey prepared by the Na- 
tional Shoe Manufacturers Associa- 
tion. The Survey was first released at 
the Association’s Board of Directors 
meeting held March 10 in New York 
City. 

Commenting on the factors that 
led to sharply curtailed civilian shoe 
output last year, the report stated 
that this type of production had been 
reduced to an annual rate of less 
than 425 million pairs in the last 
nine months of 1951. In the previous 
nine months, civilian output had been 
at the annual rate of 520 million 
pairs. 

Retail Sales Hold 

During the period of sharply re- 
duced output, however, retail sales 
continued good. Latest estimates 
place 1951 retail shoe pairage at not 
more than two and one-half percent 
below 1950. This would indicate 
that shoe inventories at the manufac- 
turing and retailing level have 
returned close to pre-Korean levels. 

With little room left for inventory 
paring, retail need for shoes should 
about equal consumer demand, the 
survey “This conclusion is 
based, of course, on the assumption 
that consumer buying will be as good 
in 1952 as it was in 1951 with due 
allowance for an increased popula- 
tion. 


states. 


This Year Better 

“Shoe production volume for civil- 
ians, therefore, should be consider- 
ably better in 1952 than in 1951. 
If we assume this needed volume to 
be about 480 million pairs, then 1952 
output would have to expand 6.8 
percent above the 1951 total and 13 
percent above the rate of production 
witnessed in the last nine months of 
1951.” 

Best available estimates place 1951 
ouput of military shoes at 20 million 
pairs. This is expected to decline to 
seven to 10 million pairs in 1952. 

Total demand for leather is not 
expected to he much in excess of 
1951. The drop in military shoe re- 
quirements—by some 10-13 million 
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pairs—will partially offset increased 
civilian demand. Also. increased 
availability of raw materials (hides 
and skins) should more than offset 
greater leather demand. 


Government Honors Five 
Industry Executives 

Washington—Five hide and leather 
executives who served the govern- 
ment defense program without com- 
pensation were given certificates of 
service March 12 by Secretary of 
Commerce Charles Sawyer. 

“The government has been very 
fortunate in establishing a stockpile 
of experienced management talent 
upon which we can draw again in 
time of great emergency,” Sawyer 
said, 

The executives are: Merle A. 
Delph, M. A. Delph Co., Inc., In- 
dianapolis, Ind.;: Charles B. Floyd, 
Fred Rueping Leather Co., Boston 
office: Hyman G. Kates, Fulton 
Leather Goods Co., New York, N. Y.: 
Carl H. Shaifer. Jr.. John Andresen 
and Co.. Inc.. New York, N. Y.: 
George A. Webster. A. L. Webster & 
Co., Chicago, Tl. 

The men had served in the leather 
division of the National Production 
Authority under Julius G. Schnitzer, 
chief of the division. All have left 
the defense setup to return to private 
business. 


Dewey & Almy To Show 
Loss In Ist Quarter 

Dewey & Almy Chemical Co., Cam- 
bridge, will show a loss for the first 
quarter of this year, according to 
Bradley Dewey. president. As a re- 
sult, the company may have to re- 
duce or defer its June dividend. 

Reporting at the annual meeting. 
Dewey said the company’s first quar- 
ter sales are “far below expectations” 
with many of its customers curtailing 
purchases because of inventories and 
conditions in their industries. These 
conditions are coupled with higher 
than anticipated costs of starting up 
new facilities at the Acton plant. 

Dewey emphasized that the com- 
pany’ long-range prospects — are 
sound. However, there is no telling 
how long it will take for business to 
increase to levels profitable for the 
company, 

Alexander T. Daignault, treasurer, 
and Bradley Dewey, Jr., vice presi- 
dent in charge of the Cryovac divi- 
sion, were elected directors of the 
company. 
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TRADE GROUPS URGE 
END OF CONTROLS 


Testify At Senate Hearings 
In Washington 


The livestock. packing house and 
hide and skin industries carried their 
fight against price and allocations 
controls March 18 to the Senate 
Banking and Currency Committee. 

Pointing out that the industry has 
adopted a “more meat” program. 
they said, in general. that price con- 
trols act as more of a deterrent to 
supply than anything else. 

Trade officials stated that natural 
supply demand factors, if allowed to 
operate, would bring forth plentiful 
supplies without unreasonable prices. 

The witnesses included: Wesley 
Hardenbergh, president. American 
Meat Institute: Wilbur La Roe. Jr.. 
counsel, National Independent Meat 
Packers Association; L. Blaine Lil- 
jenquist of the Western States Meat 
Packers Association; Frank B. Wise 
of the National Renderers Associa- 
tion: John K. Minnoch of the Na- 
tional Hide Association: Joseph B. 
Danzansky, counsel of the National 
Association of Meat Processors and 
Wholesalers. Inc.; and Arthur L. 
Owen of the National Live Stock 
Producers Association, among others. 


Popular Price Show Near 
Sellout 

More than 75 percent of all avail- 
able space for the Popular Price Shoe 
Show of America has already been 
assigned to shoe and shoe supplies 
manufacturers. according to Maxwell 
Field and Edward Atkins. co-man- 
agers of the show. 

The forthcoming PPSSA will be 
held May 11-15 at the New Yorker 
and McAlpin Hotels in New York. 

Field and Atkins reported that 
only display rooms remain at the 
New Yorker with all sample rooms. 
parlors and suites already assigned 
to applicants. Sample rooms are lo- 
cated on the fifth to eighth floors. 

Over 500 applications for exhibit 
space were received. 

Additional rooms will be made 
available this year at the McAlpin at 
which concentration of branded lines 
will be displayed. The semi-annual 
PPSSA is sponsored jointly by the 
New England Shoe and Leather As- 
sociation and the National Associa- 
tion of Shoe Chain Stores. 
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SHOE FAIR GROUP 
PLANS NEW FEATURES 


Positive Buying Show Will 
Be Promoted 


Plans to make the forthcoming Na- 
tional Shoe Fair “the most positive 
buying shoe show ever held” were 
announced this week after a meeting 
of the Joint Committee. The Com- 
mittee is composed of representatives 
of the National Shoe Manufacturers 
Association and the National Shoe 
Retailers Association under the chair- 
manship of Herbert Lape. Jr. 

The Fair will be held in leading 
Chicago hotels on Oct. 27-30. The 
following important innovations have 
been approved: 

The Fair will be opened officially 
to shoe manufacturers and retailers 
with a breakfast on Monday morning. 
Oct. 27. at 9:30 a.m.. in the Grand 
Ballroom of the Palmer House. This 
will replace the usual opening day 
luncheon and is expected to save con- 
siderable lost’ time. A nationally 
prominent speaker will be heard at 
the breakfast meeting. 

\ dinner and entertainment pre- 
ceded by a “Fellowship Hour” will 
be held for all shoe men on Wednes- 
day evening. Oct. 29. Ladies will be 
invited to the affair scheduled for the 
Conrad Hilton Hotel. 

A fashion presentation 
fresh and dynamic proportions as to 
be unprecedented in the industry” 
will mark one of the more exciting 
new features to be introduced. De- 
tails will be released later. 

The Publicity Committee headed 
by chairman Albert Wachenheim. Jr.. 
has arranged the most vigorous pro- 
motional campaign ever undertaken 
by the Shoe Fair Committee. A fea- 
ture of this program will be a press 
meeting to be held at 10:00 a.m. on 
Monday immediately following open- 
ing of the Fair. A panel of leading 
shoe retailers and manufacturers will 
answer all questions of the press. 


“of such 


Rubber Price Drop No Aid 
To Shoe Industry 


The U.S. rubber heel and sole in- 
dustry is deriving no benefits from 
the recent decline in the world market 
price of natural rubber, according 
to Dr. Robert A. Winters. executive 
director of the Rubber Hee! and Sole 
Institute. 

Winters said that U. S. manufac- 
turers of rubber soling and heels were 
unable to reduce production costs of 
these products since they must buy 
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all natural rubber from the Govern- 
ment at Government prices. — Last 
week-end. the Government cut its 
selling price of natural rubber from 
5014 cents to 4815 cents, effective 
April 1. However, the new price is 
still 10 cents above the Singapore 
market price—a price that will be 
all-important when the Government 
opens up private buying this summer. 
Even if natural rubber were avail- 
able at world market prices to pro- 
ducers of rubber soles and_ heels, 
NPA) Rubber Conservation Order 
M-2 would neutralize all benefits. 
Winter said. The order allows only 
25 percent of total new rubber going 
into heel compounds to be of natural 
rubber. The balance must be = syn- 
thetic. Only 10. percent of  soling 
materials may be natural rubber. 
The Government's recent lowering 
of the cost of GR-S synthetic rubber 
by three cents per pound offers a 
net reduction of only one and one- 
half cents per pound since the indus- 
try absorbed an increase to 26 cents 
per pound during the summer of 
1951. The decrease has been more 
than offset by two recent labor pay 
increases, sharply higher freight 
rates. and higher costs of chemicals 
used in production of rubber soles 


and heels. 


Delaware Valley Tanners 
To Hear L&S Editor 


“Leather Promotion—The Big Op- 
portunity.” will be the subject of the 
talk to be delivered by William A. 
Rossi before the April LOth meeting 
of the Delaware Valley Tanners Club 
in Philadelphia. Rossi, editor and 
assistant publisher of LeEatHEeR AND 
Snoes, has made a penetrating study 
of leather merchandising and promo- 
tion, and will present a program out- 
line for leather more 
effectively. 

\ similar address delivered by 
Rossi in Jan. before the New England 
Tanners Production Club created 
much comment. Copies of the talk 
were distributed throughout the in- 
dustry by the Tanners’ Council of 
America. 

The address in Philadelphia will 
contain an analysis of promotional 
shortcomings and ways to convert 
them into effective results. Rossi has 
been emphatic in declaring that 
“though money is vitally important 
promotional job for 


promoting 


in doing a 
leather, money alone won't do the 
whole job that needs to be done.” 
He plans to démonstrate a variety of 
ways and opportunities for more ef- 
fective leather merchandising. 
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JACKSON RETURNS 

TO TANNERS' COUNCIL 
As Chief Of NPA 
Hide Branch 


Retires 


Lewis B. Jackson, veteran hide and 
skin and tanning official, has an- 
nounced his retirement as Chief of 
the Hides and Skins and Tanning 
Materials Branch of the National Pro- 
duction Authority. He will return to 
his full-time position as director of 
the Tanners Hide Bureau of the Tan- 
ners’ Council. 

Jackson had been on leave to the 
Government agency over the past 
year and had been instrumental in 
the formation and administration of 
NPA 
skins and tanning materials. 

One of the most widely-known and 
highly-respected members of the in- 
dustry, he was associated with the 
Government during the past three 
war emergencies. During World War 
I. he served with the hide and skin 
division of the War Industries Board. 
He joined the hide and skin alloca- 
tion division of the War Production 
Board during World War IL. In 1950, 
shortly after the outbreak of the 
Korean War, he entered upon his 
most recent service with NPA, 
tendered 


policies covering hides and 


Friends and associates 
him a testimonial dinner on Friday 
night. March 14, at Pierre’s Restau- 
rant in Washington, D. C. Among 
those attending were Julius G. 
Schnitzer. Director of the Leather and 
Leather Products Division of NPA, 
M. J. Schwartz. Edwin R. Lobaugh, 
C. H. Fielder. William D. Chumbley 
and Fred J. Moynihan. 


CIO Shoe Union Sues Two 
Companies 

United Shoe Workers of America, 
CIO. has filed suit in Boston Federal 
Court against two Massachusetts shoe 
manufacturers, located in Lynn and 
Haverhill, for alleged violation of 
contract agreements. The suits were 
filed under the Taft-Hartley Act. 

The Union charges that Barry Mfg. 
Co., Inc.. of Lynn, did not pay full 
vacation benefits to some 52 workers 
as stipulated under contract dated 
Dec. 15, 1950. 

Melard Shoe Co. of Haverhill is 
charged with failing to pay 51 work- 
ers for Labor Day 1951 despite an 
agreement to pay for certain holi- 
days. In addition, the CIO alleges 
that a hospitalized worker did not 
receive disability benefits provided in 
the contract. 

The union is seeking damages of 
$2.500 in each case. 








BANK DISPLAY 
FEATURES LEATHERS 


The know-how of an American tan- 
ner, the products of a New Zealand 
sheep farm, and the lobby of a local 
bank were combined recently to pro- 
duce a highly unusual display in an 
unusual place. 

| 


It all happened when the Geo. A. 
Shepard & Sons Co., Bethel, Conn., 
sheep leather tanner, conceived the 
idea of setting up an exhibit of sheep- 
skin leathers and leather products in 
the lobby of a bank. Officials of the 
Stamford Trust Co agreed it was an 
excellent idea. 
> & sons CO 
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Left to right, Harold E. Rider, president of the bank, and Horace L. Shepard. 


treasurer of Geo. A. Shepard & Sons Co. 


wearing a coat of Shepard suede, 


11 right is “Miss Sheppy Suede,” 
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Mold, slash and emboss a pair of moccasin seams in one 
operation—combine center plug embossing designs with 
this operation if desired. Combine the operation of folding 
with embossing in one operation. Take advantage of re- 
duced fitting costs by combining embossing, creasing, scor- 
ing, heat marking, etc., in one operation. 


REDUCE OPERATIONS * IMPROVE QUALITY 


Send us your shoe parts—we will 
emboss your trials then you can see how they look made up. 


LOUIS G. FREEMAN CO. 


1819 Freeman Avenue, Cincinnati 14, Ohio 
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Uniformity is important in embossing— 
this requires machines of proved quality 


FREEMAN MACHINES HAVE BEEN TIME TESTED 
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Result was the company and bank 
cooperated in setting up a unique dis- 
play of sheep leather and products 
such as house slippers, purses, cloth- 
ing, wallets, belts, book bindings, 
picture frames, hat sweatbands, and 
many other products. 

Shepard was first organized back 
in 1886 to supply sweatband leathers 
to the thriving hat industry located 
in Bethel and Danbury Conn. Today, 
the third and fourth generations of 
Shepards is engaged mainly in pro- 
ducing sheep leathers for the shoe 
and garment trade throughout the 
country. 

Graphic pictures and full-size sam- 
ples of leathers are effectively used in 
the display, which runs through 
March 29, to portray the tanning 
process from the first pickling bath 
to the final finishing stages. Greet- 
ing all visitors at the front of the 
display is “Miss Sheppy Suede,” “life 
size mannequin dressed in a_ full- 
length beige suede coat made of 
sheepskin. 

Officials of the tannery and bank 
are unanimous in their opinion that 
the display has been a complete suc- 
As Horace L. Shepard, treas- 
urer of the company, points out, the 
idea is concrete evidence of how local 
industries and institutions can co- 
operate in promoting various prod- 
ucts, 


LESANDE STRIKE ENDED 

Close to 100 workers at Lesande 
Shoe Co., Haverhill, Mass. manufac- 
turer of women’s novelty shoes, re- 
turned to their jobs late last week 
after a two-day strike which led com- 
pany officials to threaten a permanent 
shutdown (L & S, March 15). 

The strike was ended after company 
officials and officers of United Shoe 
Workers of America, CIO, reached 
an agreement over a reputed price 
dispute. The new agreement provides 
for recognition of the union as 
worker bargaining agent, according 
to a statement released jointly by 
Atty. Walter M. Espovitch, Lesande 
counsel, and Angelo Georgian, Massa- 
chusetts territorial representative for 
the union. 

Georgian said he expected the com- 
pany would sign the standard union 
contract calling for one week’s vaca- 
tion with pay, six paid holidays, addi- 
tional fringe benefits, and a 90 cents 
per hour minimum wage. 

Company officials, in closing down 
the plant at the outset of the strike. 
had threatened to move operations to 
another city. However, they later 
said they were very pleased with the 
attitude of union officials in reaching 
a quick agreement. 


cess. 
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COMPO EARNINGS DOWN 


Net earnings of Compo Shoe Ma- 
chinery Corp., Boston, Mass.. for the 
year ended Dec. 31, 1951, amounted 
to $189,097 after all charges includ- 
ing Federal income taxes, equivalent 
to 61 cents per share on 309,287 
capital shares outstanding. The com- 
pany, which is a leading manufac- 
turer of cemented-sole shoe manufac- 
turing machinery and adhesives, re- 
ported net earnings of $380,209 or 
$1.23 a share in the 1950 period. 

In a letter to stockholders, Hamil- 
ton Pell, chairman of the board, 
stated that the company anticipated 
that future earnings will be sufficient 
“to cover the regular dividend rate 
and also to provide for further ex- 
pansion in capital requirements.” He 
said that inventories are now more 
closely in balance with consumption. 


The company’s wholly owned sub- 
sidiary, Compo Chemical Co., Inc., 
is now installing equipment to com- 
plete a separate unit designed to 
manufacture rubber adhesives and 
coatings. This unit will also be able 
to manufacture products for other 
industries, particularly adhesives. 

Two newly developed machines, 
one a shank reducing and roughing 


machine which does in one operation 
work previously requiring three sep- 
arate machines, and the other a heel- 
seat prefitting machine which greatly 
simplifies an important shoe-manu- 
facturing operation, are now being 
installed in lessees’ plants and are 
exceptional utility. The 
company’s recently developed Bon- 
Welt process of manufacturing chil- 
dren’s shoes, utilizing conventional 


showing 


Compo equipment, is already in suc- 
cessful use by several manufacturers. 


Charles W. O°Conor has been 
elected to succeed president Paul H. 
Mason who resigned as of March 1, 
1952. because of ill health. 


Frazer Appointed Geilich 
Sales Manager 


William Frazer has been appointed 
sales manager of Geilich Leather Co.. 
Taunton, Mass. 


\ veteran leather sales executive, 
Frazer was on the sales force of Day- 
Gormley Leather Co., Boston leather 
wholesaler, for 23 years. Later he 
was in charge of the Burk Bros. divi- 
sion of Crestbrand Leather Co. He 
will make his headquarters at the 
Geilich offices in Taunton. 


Goodyear Net Earnings 
At Record High 


The highest sales and earnings in 
the 53-vear history of The Goodyear 
Tire and Rubber Company are shown 
in the 1951 annual report being sent 
to stockholders by chairman P. W. 
Litchfield and president E. J. Thomas. 

For the first time, Goodyear passed 
the billion dollar mark in sales last 
year, with a 30 percent increase to 
a total of $1.101.141,392. Record net 
income of $36.628.296 compared 
with $35,109,355 the vear before and 
amounted to $8.18 per share of com- 
mon stock now outstanding. 

The annual report revealed that 
one-fourth of the 900,000) tons of 
synthetie rubber produced in’ the 
United States and Canada in 1951 
came from Goodyear-built plants. 
Currently the Goodyear plant at Hou- 
ston, Texas, is the world’s largest 
producer of synthetic rubber. 

Goodyear research developments 
last year included a technique to 
utilize extremely tough synthetic rub- 
ber by the addition of rubber proc- 
essing oils. It was also announced 
that the company had perfected a 
new synthetic rubber latex, adapted 
Neolite to cushion soles and devel- 
oped sheeting in continuous lengths. 





DOLLAR LEVERAGE 


Crompton Factoring gives a business more dollar leverage. Your 
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FACTORS 


working capital can carry a much bigger volume load. 


With factoring, you can handle two or three times present volume 
...and more besides, if it is in the cards. 


Factoring is a quick build-up for the sinews of production. We 
finance sales and distribution—by giving you cash for receivables. 


These working capital reinforcements can revitalize any business. Sound volume 
growth cuts down the overhead ratio... and sweetens the profit rewards for 


efficiency. 


That’s how Crompton Factoring pays its own way.. 


. and then some. 


Th Geman Tete 


CROMPTON-RICHMOND CoO., INC. 


1071 Avenue of the Americas, New York 18, N. Y. 
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MELVILLE NET OFF 

Sales and earnings before taxes of 
Melville Shoe Corp. during fiscal 
1951 were higher than the previous 
year but net earnings declined due to 
major tax increases, according to the 
company’s annual report mailed to 
stockholders last week-end, 

J. Franklin McElwain. board chair- 
man, and W ard Melville. president, 
told) stockholders that L951 sales 
reached the all-time high of $92.740,- 
699 or 20.3 percent over 1950. Earn- 
ings before taxes were $10.456,529, 
up 6.6 percent. However, Federal 


taxes of $5.787.160. an increase of 


4 


30.2 percent, reduced net earnings to 
$4.669.309 or 10 percent below 1950 
earnings of $5,188,836, 

Per share earnings on the 2.340.458 
shares of common stock outstanding 
are reported as $2.00 in comparison 
with $2.22 on the same outstanding 
stock in 1950. Dividends were main- 
tained at the same rate of $1.80 per 
share during 1951. The company has 
no preferred stock, funded indebted- 
ness or bank loans. 

The report states the increase in 
sales was due almost entirely to mili- 
tary purchases of $19.539,148 from 
J. F. McElwain Company, manufae- 
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turing subsidiary. Retail sales in the 
company’s Thom McAn and John 
Ward shoe stores remained virtually 
the same as in 1950, advancing only 
0.3 percent. Since 90 percent of the 
company’s business is in men’s and 
boys’ shoes and footwear accessories, 
its retail sales and those to the gov- 
ernment will always be affected by 
the size of the armed forces. 


During the year the number of 

Thom MecAn_ stores was increased 
from 550 to 567, extending retail 
operations to 42 states, and the com- 
pany produced its 200-millionth pair 
of Thom McAn shoes since the brand 
was established in 1922. 
” A total of $1,626,574 was expended 
for capital additions and improve- 
ments in 1951, an increase of 9.6 per- 
cent over such expenditures the pre- 
vious year. Total current assets were 
increased to $26,826,573 from $25.- 
241.399 at the end of 1950. Net 
working capital showed a slight in- 
crease of 1.5 percent to $15,629.349 
while the ratio of working capital to 
liabilities dropped from 2.57 in 1950 
to 2.40 this past year. 


Shoe Firms Defend" Health" 
Shoe Ads 


Advertisements for “health” and 
“orthopedic” shoes figure in two 
cases nearing completion before the 
Federal Trade Commission. 

One involves the Irving Drew 
Corp., Lancaster, O.. and the other 
Dr. Hiss Shoes, Inc., of the same city. 

The commission has issued lengthy 
complaints in each case, asking the 
companies to cease and desist from 
advertising their shoes as beneficial 
to health. 

The Drew corporation was invited 
to send counsel and company officials 
to. answer the complaint — orally 
March 17 but they did not show up. 
Dr. Hiss case was scheduled before 
the same FTC examiner. John Lewis, 
on March 19, 

In a letter answering the commis- 
sion, however, Drew vigorously de- 
fended its advertising practice. 

“Our main contention.” said the 
company, is that the words “are 
generic terms in common usage In 
the industry and that they are used 
to classify shoes which have certain 
very definite features. 

“While the word ‘orthopedic’ and 
‘health’ might have meant one thing 
15 or 20 years ago, by usage. it has 
today gained an entirely different 
and descriptive connotation.” 
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MILITARY 
BIDS AND AWARDS 





Tropical Boots 

April 3, 1952—QM-30-280-52- 
1271. covering invitation to bid on 
15,000 pairs tropical combat boots, 
mildew resistant. Specification MIL- 
B-11431 as amended Feb. 4, 1952. 
Opening in New York on April 3 
with delivery July and Oct. 1952. 
For the Army. 


Hospital Slippers 
April 7, 1952—QM-30-280-52- 
1302, covering bids on 238,272 pairs 
canvas hospital slippers. Opening at 
2:00 p.m. in New York. Procurement 
for both Army and Navy 


Belting Leather 

April 7, 1952—QM-30-280-52- 
1286, covering belting leather, flat: 
Item 1—vegetable tanned No. 1 ply. 
1.-inch thickness, width 2 inches 
a) 990 ft.. Oakland, Cal., delivery 
by May 25th. b) 500 ft.. Guilder- 
land Center, N. Y., delivery by June 
25th. c) 500 ft., Lathrop, Cal.. de- 
livery by June 25th. Item 2—vege- 
table tanned, No. | ply, 15/64 inch 
thickness, 4 inches wide: a) 920 ft.. 
Oakland, Cal., delivery by May 25th. 
b) 1,000 ft., Granite City, IIL. de- 
livery June 25th. Item 3—vegetable 
tanned No. 2 ply, 5.16 inch thick- 
ness, 6 inch wide: a) 2.250 ft., Oak- 
land. Cal., delivery by May 25th. 
b) 1.000 ft.. Granite City, Ill, de- 
livery by June 25th. Opening. New 
York, 3 pam.: this procurement for 
the regular army. 


Various Leathers 

April 8, 1952—QM-30-280-52- 
1296, covering invitation to bid on 
the following items: leather, calfskin. 
natural, russet. medium weight. 2- 
214, 0z., 3.120 skins: and_ leather. 
horsehide. cream. 192 fronts: and 
leahter. sheepskin, El Moroceo. 1.650 
skins. Opening at 2:00 p.m. in New 


York. for the Army. 


Welder’s Gloves 

April 15, 1952—QM-11-009-52- 
1196, covering invitation to bid on 
4.800 pairs welder’s gloves, heavy 
leather. chrome tanned, reinforced. 
large size. type HI. Federal Speci- 
fication KK-G-470 dated Sept. 2, 
1949, as amended May 16, 1950. 
Color of leather and components shall 
be pearl gray. DO rating. Open- 
ing in Chicago at 10:00 a.m.. with 
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delivery to Detroit’ Arsenal, Center 
Lane. Mich.. from July through Oct. 
1952. 


OPEN OVERSHOES BIDS 
Goodyear Rubber Co. of Middle- 
town, Conn.. was low bidder at the 


opening of Army Invitation QM-30- 


280-52-1181. offering to supply the 
total quantity—-28.008 pairs of men’s 
rubber overshoes, high. with five- 
buckle fastening—at $3.74 per pair: 
60 days acceptance, net. There were 
seven other bidders: 

Converse Rubber Corp.. Malden. 
Mass.; all $4.62; 60 days acceptance, 
1/10 of 1% in 20 days. 


Tyer Rubber Co., Andover, Mass. : 
all $3.99; 10 days acceptance, net. 

Lacrosse Rubber Mills Co.. La- 
crosse, Wise.; all $4.15: 30 days ac- 
ceptance, net. 

Mishawaka Rubber and Woolen 
Co., Mishawaka, Ind.; all $4.37: 30 
days acceptance, net. 

U.S. Rubber Co., Naugatuck, 
Conn.; all $4.37: 30 davs accept- 
ance, net. 

Hood Rubber Co.. Watertown, 
Mass.; all $4.10: 60 days acceptance, 
net. 

Bristol Manufacturing Co.. Bris- 
tol, R.1.; all $3.85: 30 days ae- 
ceptance, net, 





ONLY ONE — 
Fitting Room Thread 


gives you all 


these advantages 


NYLSHU 


NYLON THREAD 


* Stronger — longer-lasting seams. 
¢ Fewer resews — fewer returns. 


* “Just-right” elasticity to prevent breaking-out in 
the closing operations . . . to allow seams to “give” 


with each step. 


NO SHELL NO CORE 


e Extra beauty to make shoes look better — sell faster. 


NEW! HEMBOBS*. . . the ONLY 
—— No Core, No Shell 





ALL-NYLON BOBBIN 


Gives you up to 55% more yardage . . . saving bobbin-changing 
time. Styles G, L and A are available. We'll be glad to send you 
free samples for your own machines. 


The Heminway & Bartlett Mfg. Co., $00 Fifth Avenue, New York 36, N. Y. 
Sales Offices: Chicago, Il1.; Philadelphia, Pa.; Boston, Mass.; St. Louis, Mo.; 
Cincinnati, Ohio; Charlotte, N. C.; San Francisco, Calif.; Gloversville, N. Y. 


HEMINWAY: BARTLETT 
NYLSHU NYLON THREAD json: Goosyeortmovsy ond Maker 
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supplied the leather industry with excellent 


leather oils and related products. SULFATED OILS . cop oils « SPERM OILS « NEATSFOOT 
OILS © SPLIT OILS © VEGETABLE OILS ¢ CASTOR OILS 


Continuous, never-ending research .. . SUEDE OILS 
product testing under actual plant con- 
ditions . . . extensive production facil- 
ities ... strict quality control... years 
ofextensive experience in working hand- SPECIALTIES . aLum STABLE Oils « DEGREASING AGENTS 
to-hand with the leather industry . . . SYNTHETIC DETERGENTS « SYNTHETIC ESTERS 


RAW OILS . REFINED VEGETABLE OILS « TANKED COD 
OIL ¢ LUXOLENE AND OTHER SYNTHETIC ESTERS 


. NEOPALS . WATER-SOLUBLE, NON-IONIC FATLIQUORS 
. . . these are the guarantees behind every 


Drew product—your assurance of quality in 
P < alien STUFFING OILS AND COMPOUNDS 


products, service, research! 





Silica centennial ieee 
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Just Call or Write 


LEATHER OILS DIVISION 


E.F. DREW & CO., INC. 
BOONTON, N, J. 
NEW YORK CHICAGO PHILADELPHIA BOSTON 
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TANNERS MUCH ENCOURAGED 
BY POST-SHOW SALES ACTIVITY 


Majority Look for Swing Back to Leather with 
Prices Competitive Again 


Calf and sides show renewed 
activity. Volume still around the 
corner but interest is reviving. 
Kip and kid slower because of 
price situation. Heavy splits in 
demand. Sole leathers look for 
share of business. 


New York Markets 

Upper Leather: During the 
Leather Show some tanners moved a 
lot of leather; others found things 
not too exciting. There was a lot of 
sampling at the Show which could 
mean good business later on. How- 
ever, business seems to be mostly on 
a price basis. Tanners report that 
the stitch-downers were doing most 
of the buying, particularly low- 
priced leather. 

Buyers of better grades and higher 
priced leather have evidently not yet 
decided to come into the market for 
any volume and the business to these 
buyers appears to be mostly short- 
term ordering. Then too, some tan- 
ners say they are not accepting orders 
for leather for more than 30 days 
ahead and they have turned down 
sizable business for deferred ship- 
ment. 

There is some evidence of late that 
tanners are showing more firmness 
in their prices and are not so easily 
swayed from their lists as they were. 
For instance, a lot of tanners list 
large spread elk sides at 38c and 
down. During the Leather Show and 
before, some of them were accepting 
orders at 36c and even less. Now 
they ask and get the full 38e. 

On combination tanned extremes, 
of good tannages, 49¢ and down 
seems to be the list price of most 
tanners and there are some holding 
for 51-52c and down. Previously 
there was some shading of these 
lists, but it is understood now that 
tanners are holding firmer. This is 
said due to a more optimistic view 
on the future. 

Tanners realize that leather is way 
down in price and know that it is in 
a good competitive position. The in- 
terest shown at the Leather Show has 
also given the tanners hope that busi- 
ness should revive soon, 

Calfskins: Not much going on 
here in the women’s suede leather. 
Prices held to about 90ce and down 
but 85c is being accepted by many 
tanners and some will do 80c and 
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down. There was a deal of sampling 
at the Leather Show and a lot of 
interest in calf which has made 
tanners more hopeful for the future. 
However, at the moment, not too 
much business to get excited about. 

Women’s smooth calf quoted by 
some 80-75c and down but plenty of 
leather available at 65c¢ and even less. 
Trading pretty fair in the lower 
grades but business to the high grade 
shoe people not very active. 

Sole Leather: Market continues 
pretty slow here and prices mixed as 
to tanner, etc. Prices on manufae- 
turers bends, 9 iron and up run from 
18c to 52c¢ as to tannage, ete. Middle 
weights run from the upper 50s into 
the 60°s depending on the various 
tanners’ will to sell, ete., while light 
weights run from 68¢ to 70c. One 
important tanner said he sold several 
cars recently at 70c for light weight 
bends. 

Bellies appear to be in better shape 
with stocks down somewhere near 
normal. Prices are steadier also, 
with 22c to 24c representing where 
most of the business is taking place 
today. Single shoulders are not mov- 
ing too well. Some say between 35c 
to 45c¢ as to weight, ete., while others 
say they are getting as much as a 
nickel better than these prices. 

Double rough shoulders, tannery 
run, moving from 50c to 55c. Offal, 
heads, and shanks are very slow for 
the moment. One tanner reports 
selling cow heads at 17c but others 
have sold under this price. 


Sole Better 

Boston sole leather tanners report 
somewhat better activity this week 
at generally steady prices. Tanners, 
on the whole, are encouraged by 
present situation, feel leathers are 
once again in strong competitive 
position. Sole tanners are optimistic 
new interest in leathers will be re- 
flected in sole leathers. 

Stimulus of Leather Show has not 
yet had time to spread conclusively 
to sole leathers but tanners report 
interest from shoemen who have not 
been active in sole leather market for 
some time. Consensus is that leather 
will swing back into favor as long as 
prices remain attractive. 

Continued signs of stability on 
hide market has encouraged more 
buying of leathers. Not too much 
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being done as yet beyond replace- 
ment buying but the interest is defi- 
nitely there. Prices about the same 
as recent weeks. Tanners ask up to 
Se for 10 iron and up bends, about 
34-56e on selected 9 10 irons, up to 
62c for 8/9 irons, and about 70c tops 
for selected light bends. These are 
quoted prices and leather can be 
bought below these levels, depending 
upon quality, ete, 

Sole leather tanners of Philadel- 
phia find that factory leathers are go- 
ing fairly well. Findings have defi- 
nitely dropped off and are quite slow. 
No one wants heads, but bellies are 
“terrific,” with a large demand, espe- 
cially for the lighter weights. 

Tanners do not think price quota- 
tions mean too much because of the 
weak hide situation. However, some 
will give figures which, within a cent 
or two, were considered accurate 
enough for publication. 

An average price for a factory run 
of bends was given as 54c. No quo- 
tation available for findings. Bellies 
ran from 25¢ to 44e depending on 
weight (the lighter weights at the 
higher price) and sold easily at the 
prices asked. Heads a poor 16c. 


Sole Offal Moving 
Not much change in this market, 
say Boston tanners. On the whole, 
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tanners good run 
Activity. 
nounced in other sole offal selections. 
However, tanners feel that good busi- 
ness is around the corner, are en- 
interest in’ bellies and 
situation 


experiencing a 


however, mu h less pro- 


couraged by 
happier about the 
which appears steadier. 

Although some tanners ask up to 
25c¢ for bellies, the range of activity 
is at 22-24, about the same range 
prevailing in recent weeks. 
shoulders, heads on, do less well: 
prices not too steady in mid-40’s for 


pric 2 


Single 


Heavies sluggish in low 30's. 


lights. 
definite 


Not enough sales to peg 


pru od 


0-55¢. Heads and shanks slow. 


Calf Improved 

Boston calf leather tanners feel re- 
sults of Leather Show satisfactory on 
the whole. Most did fairly good 
there, report customers 
showed renewed interest. Obvious 
attraction is present low price levels 
of various calf leathers, particularly 
as compared to prices last year. 

Tanners say lightweight smooth 
calf is selling better. Top lines bring 
about 78-80ce and down. Medium 
grades about 65-70c for C grade, 58- 


business 
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53c. Better sales at low end of range 
with volume below 60c. 

Not too much activity in heavy- 
weight calf but supply is short. Bet- 
ter grades still pegged around 97c 
but what activity there is centers in 
below 70c grades. Bucko suede calf 
still moving well at 85c and down. 
Other better grade calf suede at 90c 
and well down. Best interest here 


Double roughs only fair “Ms: for D grade, \ grades about 48- 


helow 70c. 


Sheep Spotty 

Boston sheepskin tanners report 
market has spotty tone. For one 
thing, this is generally in-between 
season for sheep leathers. Easter run 
is about over. Another big reason 
is sheep tanners are encountering 
strong price resistance. Although 
domestic pickle skin situation does 
not give them much leeway and New 
Zealands are reported firming up, 
shoemen point to falling hide mar- 
ket and consequent drop in sides and 
splits, put pressure on sheep prices. 

Cowboy boot manufacturers and 
some other customers keep some tan- 
ners working. Boot linings listed 
from 19-27-28 with best sales at 
24-25c¢. Shoe linings at 16-21 with 
volume at 20c. Chrome sluggish at 
29¢ and below. Colored vegetable 
linings fair at 25-26c. 

Garment suede sheep continues to 
move well. Greens and blues popular 
shades. Prices still at 29-30c, down 
to about 26c in better lines. Grains 
are another story, moving sluggishly. 
Low prices of horsehides and other 
leathers have grain sheep in tight 
spot. Lists around 23c but leather 
can be had for less. 


Sides Interest 

Boston side leather tanners report 
situation much better after Leather 
Show. Many tanners did good busi- 
ness there, particularly in last few 
hours of show. Although sales have 
slowed somewhat since show, inter- 
est is widespread and price resist- 
ance appears less strong. 

Selected heavyweight combination 
tanned extremes still bring around 
19 and down. Kips around 52-54e. 
Of course, leather can be had for 
less but top grades are at these asking 
levels. Most trouble is in sides with 
sales in low 40's and quite a bit be- 
low into 30’s. However, there ap- 
pears less distress selling around. 
Army retan in high 30’s with best 
interest in middle 30°s. Work elk 
generally pegged at 30-40c. 

Splits Unsettled 
Same situation prevails in splits. 


There is very good volume in heavy 
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bellies are quite active with most 
suede splits at steady prices of 45- 
h7c-—-same prices that have held for 
weeks. Lights much less active with 
prices generally below 40c. How- 
ever, tanners look for early pickup 
in lights, particularly when fall buy- 
ing begins. 

Linings find tough going. Sales 
generally down to 15c¢ with tanners 
trying to hold nearer 20c without 
much Work shoe fair at 


27¢ and down. Gussets slow. 


success, 


Kid Moderate 

Kid leather tanners of Philadel- 
phia find business continues best de- 
scribed as “poor to fair.” On the 
whole they feel that not too much 
business has developed from Leather 
Show. 

Many place blame on calf which 
they find as a real threat at this point. 
Calf prices have tumbled down to a 
degree that is really startling, and 
are definitely hurting the kid busi- 
ness. 

\ few orders received in colored 
glazed, and a few in black suede, but 
nothing really satisfactory. Slipper 
remains quite Linings not 
active. Nothing was reported in satin 
mats or crushed. 


slow. 


The rawskin situation is most sat- 
isfactory. Although goatskins did 
fall with the market the prices did 
not go low enough, and quality seems 
to have deteriorated. Tanners who 
do any buying—and very little buy- 
ing is done—are highly dissatisfied 
with the way “price deals” are put 
through. 


Belting Slow 


Belting leather tanners find busi- 
ness quite slow for the most part. 
However, there is a definite demand 
for the light weights. Tanners could 
sell all they had of these. 

Prices for rough butt bends were 
not available. Shoulders, which are 
only selling for welting, run 58-59e, 
on an average. Curried shoulders not 
selling. 

On the whole. curriers are quite 
satisfied with the current picture. 
They have found business continuing 
to keep up with a good demand par- 
ticularly in the light weights. Not 
only are curriers on full-time, but 
there has even been some overtime 
required. However, they are still go- 
ing easy on the buying end. 

Curriers find that their prices are 
met without too much trouble 
especially on the light weights. There 
has been a slight price adjustment 
among New York curriers, affecting 
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wide sides only and showing a de- 
crease in price 
AVERAGE CURRIED LEATHER PRICES 
‘urried Belting Best Selec. No.2 No. 3 
; 14-1.20 
26-1.35 
40 
29-1.30 
01-1.08 
1.00-1.16 


94-1.00 


Heavy minu 


Glove Leathers Same 


No new business of any importance 
has been placed during the past week. 
Several large buyers have been shop- 
ping around in the Glove Industry 
but no business has been placed. It 
is still a question of price. Since all 
costs, except the price of leather, are 
rigid, pressure on tanners and mer- 
chandisers is terrific. 

Last reported price of blackhair 


pigskins was 70c for number one 


selection. Fair demand for pigskins 





Goatskins 
growing in favor as a price glove. 
Goats are selling at 45c, 40¢ and 35¢e. 
Pigtex grades according to quality. 
leathers steady. A good 
grade of smooths bring 27c. Pigtex 
from 27¢ down. Domestic suedes are 
showing a little more activity at 36 
Iranians in greatest demand 


selling about 40 to 45 


Domestic 


down. 
in this field. Prices range from 20¢ 
for the best down to L6e for a pigtex 
grade 


Garment Spotty 


Business spotty of late: fairly good 
in some directions and rather slow in 
others. Suede garment leather hold- 
ing at unchanged prices with small 
lots of good tannages bringing top of 
36c and the bulk of recent sales fall- 
ing within the range of 31-32c. While 
not much reported from a volume 
standpoint, tanners are usually reti- 
cent about accepting lower prices 
from volume buyers or down to 28c, 


‘CUTTING, PERFORATING, 
MARKING DIES 


MANUFACTURERS 
Cutting, Perforating, Marking Dies. 
Also Machine Knives. 

DISTRIBUTORS 


Fales Clicking Machines and Seelye 
Beam Die Presses. 


ALSO 
Knox celebrated Ribbon Type Stitch 
Marking Machines. 


Write, Wire or Phone 


INDEPENDENT DIE & SUPPLY CO. 


LaSalle near Jefferson 
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Business in grain garment leather 
not very brisk but occasional sales 
are indicated and small lots of top 
quality tannages continue to bring 
around 32c¢ to 34e. Sellers usually 
ask these prices when negotiating for 
new business and find that volume 
buyers generally name lower price 
views. For average run productions, 
some volume buyers have talked as 
low as 26c, 

Fair trade in horsehide garment 
leather in certain tanning quarters 
with better grades listed at 36-38c 
and down with usual 2c spread be- 
tween grades. One important tanner 
did some business ahead into April 
on the basis of 37¢ and down to 29¢. 
This development was considered en- 
couraging and indicative of a firm 
undertone. Average price basis for 
the current market still considered 
around 33-34e. 


Work Gloves Uncertain 

Still some uncertainty in this mar- 
ket which was recently unsettled by 
acceptance of some government busi- 
ness at rather low prices, ranging 
down to as low as 12c for top No. 1 
grade LM weight. Buyers continue 
cautious and not too eager to meet 
sellers’ lists to regular outlets rang- 
ing on LM weight from 15e for No. 1 
vrade down to 4c for No. 2 grade 
and 13e for No. 3 grade. 

Based on replacement costs, sellers 
say it is difficult to shade these prices 
much without eliminating — their 
profit. In one quarter, M_ weight 
alone was quoted at l6c for No. 1 
grade, I5e for No. 2s and 14e for 
No. 3c, with business a little on the 


slow side. 


Bag, Case and Strap Sound 

Not much change in the situation 
here. Demand is selective. buyers 
showing continued preference for top 
grade leather to manufacture quality 


merchandise. Usually, they do not 
buy unless they have some orders for 
finished material that require specific 
types of leather. Thus, purchases are 
still held to actual requirements and 
there is virtually no buying from the 
standpoint of inventory accumula- 
tion. Case leather remains quotably 
unchanged with 2, ounce produc- 
tion quoted at 54c and 3 ounce listed 
at 56c. 

Strap leather, top grade 4 ounce 
natural russet side leather remains 
steady at 60c down with 3c spread 
between grades; 5 ounce 62c and 
down; 6 ounce 64c and down, etc. up 
to 70c and down on 10 ounce. The 
C grade still does not receive much 
call due to buyers’ emphasis on top 
grades. Colors usually 2c higher than 
regular russet while glazed strap is 
quoted 3c higher with B grade 4c less 
and C grade 6c less. 

No significant changes in tanner 
lists on natural russet strap sides. Oc- 
casional sales made with buying dur- 
ing past few weeks mainly to cover 
minimum requirements. Quite a vari- 
ance in prices, depending upon qual- 
ity of various tannages, including 
such details as finish. trim, method 
of selection, ete. As previously re- 
ported, some tanners’ lists on 5-ounce 
natural russet strap sides start at 56c 
for A grade, 53c for B grade; others 
start as low as 5le for 5/6 ounce 
No. 1 grade. 


Tanning Oils Easier 

Buying interest in Tanning Ma- 
terials far from active as replace- 
ments appeared to be tanner’s main 
interest. Quotations firm. Extracts 
unchanged. Moderate business in 
fanning Oils maintained. Some 
prices easier. 
Raw Tanning Materials 
Divi Divi, Col., 42% basis shp’t, bag $ 75.00 
Divi Divi, Dom., 48% basis shp’t, bag $ 85.00 


Wattle bark, ton 
‘Fair Average’’ $105.00-$106.00 


er ‘“‘Merchantable’’ $101.00-§102.50 
Sumac, 28% leaf ‘ ohnns ... $149.00 


Ground Lee ehib.e es . ssa ee $144.00 
Myrobalans, J. 1's a $52.00-$56.00 
Crushed $76.00-$78.00 J. 2's -... $45.00 
R. 1's ++ +++ -$52.00-$56.00 


Valonia Cups, 30-32% guaranteed $69.00-$71.00 
Valonia Beards, 42% guaranteed . .$86.00 
Mangrove Bark, 30% So. Am $52.00-$54.00 
Mangrove Bark, 38% E. African $81.00-$83.00 


Tanning Extracts 


Chestnut Extract, Liquid (basis 
25% tannin), £.0.D. piant 
Tank cars 
Barrels, c.l. .... 

Barrela, 1.6.1. ....cccscccas 

Chestnut Extract, Powdered (b: 








SL TGR Maas aig-eldga CREE DA Oe wee oeik 10.92 

RAE sincere edeusenewn ns 11.65 
Cutch, solid Borneo, 55% tannin, 

NE EE ooo nse hae heledies wisw a dda 
Gambier Extract, 25% tannin, 

bbls. .. es ses es 09 12 
Hemlock Extract, 25% tannin, tk. cars 

f.o.b. works ulna stele .0625 


MBE Cie cocks picecectenccecapcouss 1a 
Oak bark extract, 25% tannin, |b 


bbls. 6%-6%, tks. .... 06% 
Quebracho extract 
Solid, ord., basis 63% tannin, c.] 
PPP re : case «kn ae 
Solid clar., basis 64% tannin, c.1 12 3/16 


Liquid basis, 35% tannin, bbls. . 
Ground emtract ......cecccccccse 
Wattle extract, solid, c.l. 
(plus duty) So. African ....... -11%-.11% 
Wattle extract, solid, c.1 


(plus duty) East African -11%-.11% 
Powdered super spruce, bags, c.! 

05%; lel. . weer rr errr tT a 
Spruce extract, tks., f.o.b. wks. ...... 01% 


Myrobalan extract, solid, 55% tannin . 10% 
(plus duty) 

Myrobalan extract, powdered, 60% tannin .10% 
(plus duty) 

Valonia extract, powdered, 63% tannin 9! 
(plus duty) 


Tanners’ Oils 


Castor oil, No. 1 C.P. drs. Le.l. .... .35% 
Sulphonated castor oil, 75% ree 30% 
Cod Oil, Nfid., loose basis, gal. . 1.20 
Cod, sulphonated, pure 25% moisture .. 15 
Cod, sulphonated, 25% added mineral 13 
Cod, sulphonated, 50% added mineral .. i2 
Linseed oil tks., c.l. zone 1 ........., -185 
Gyemns, LER occ ee 
Neatsfoot, 20° C.T aa eau 36 
Neatsfoot, 30° C.T. . rere 34 
Neatsfoot, prime drums, c¢.l. . 175 
BO. csv es - aves -185 
Neatsfoot, sulphonated, 75% . ae 18% 
Olive, denatured, drs. gal. . Seer 
Waterless Moellon ............... 17 
Artificial Moellon, 25% moisture . 15 
Chamois Moellon, 25% moisture ....  .12-.13 
REP AP Pe 14% 


Common degras 






Neutral degras ........ cece 08T%-.29 
Sulphonated Tallow, 75% ............. .13 
Sulphonated Tallow, 50% peaehe a die .09 
Sponging compound ..............05-+ Ad 
TE 6.65 ot ew ns ave patsenseees seuene 
Sulphonated sperm, 25% moisture .. 16". 


Petroleum Oils, 200 seconds visc., tks., 
DIES Siu keke teak yore tone raes ser iaos 

Petroléum Oils, 150 seconds visc., tks., 
f.0.D 


en waecn ence ae ehenahe cha wals 
Petroleum Oils, 100 seconds visc., tks., 
WAN, Os on <4 c0sb2edeaneserens 








AJAX MACHINE CO. 


ARE YOU IN STITCHES? 


Every shoe is—for better or for worse. We guarantee to make stitching better, faster, more 
economical through our scientifically engineered method of 


“CONTROLLED STITCHING" 
170 Summer St., Boston, Mass. 


Call LI 2-8694 











CHARMOOZ 


THE PERFECT SUEDE LEATHER 


AMALGAMATED 


JGTON 99, 


LEATHER and SHOES 


LEATHER CO'S. INC. 


March 22, 1952 








HIDE MARKETS REMAIN QUIET 
BUT PRICES GENERALLY STEADY 





Interest Seen Limited as Both Packers and Tanners 
Mark Time 





Recent clean-up sales of calfskins 
have left packers in a well sold up 
position and offerings of big four 
productions are rather few. Last sales 
involved northern calf from smaller 
plants at 35c for heavy and 27'c for 
light while rivers brought 32'4c and 
274ac. Reports that a few St. Louis 
calf were available and could be 
bought at 35c and 25c. Last sale at 
this point involved lights alone at 
25c. Difficult to determine where the 
market actually is on big packer kip 
skins. However, some are obtainable 
at 28-25c for northern and 27-24¢ for 
southern kip (15-25s) and over- 
weights (25-30s). No recent sales of 
slunks and the market for big packer 
regulars continues nominal at $1.55. 


Small packer skins showing a soft 
undertone with sellers holding calf 
at 24-26c and kip at 21-22c but not 
much interest from tanners. The 
same can be said of country skins. 
On a carload basis, country calf 
ranges 15-l7c and kip 14-l6c. Less 
than carload lots of mixed country 
calf and kip were recently sold at 


1214-13c. 


This market has developed a 
weaker undertone with trimmed No. 
1 northern slaughterer whole hides 
currently salable at around $5.75- 
6.00 fob. shipping points as compared 
to $6.50 paid a week ago. Some lots 
moved from northwestern points at 
around $5.75 fob. Supplies from 
other sections offered at $6.00 but no 
takers of late. Other sellers have 
higher ideas but find buyers rather 
low set in their ideas. 

Untrimmed hides more or less 
nominal awaiting sales. Cut stock 
has eased. Choice fronts from large 
northern slaughterer horse hides 
have sold at $5.50 down with some 
ordinary lots going as low as $4.75. 
Butts, 22” and up, have been selling 
within the range of $1.75-1.90. 

Pickled Skins Unchanged 

No particular change in the New 
Zealand market as trading has slowed 
up and buyers are looking for lower 
prices. Iranian pickled skins on spot 
continue to sell in a small way with 
some good quality skins going at 
$11.50 per dozen, but this is not 
obtainable for regular lines. 





HIDE FUTURES 


COMMODITY EXCHANGE, INC., FUTURES MARKET 


March 13 
July 16.80B 
October 16.70T 
January 16.65B 
April 16.65B 
July 16.70T 


“Close 


Close High Low Net 
March 20 For Week For Week Change 
17.03T 17.30 16.70 +23 
16.97T 17.14 16.50 +27 
16.97T 17.05 16.60 +32 
16.95B 16.60 16.60 +30 
16.95B 17.00 16.85 +25 


Total Sales: 159 lots 








HIDE AND SKIN QUOTATIONS 


New 
Present Week Ago Month Ago Year Ago Ceilings 
Heavy native steers 12 %2-13 12% 13 -13% 33 28 
Light native steers 1613-17 _ «162 18 36% 31% 
Ex. light native steers 1812-19 1813-19 20 39 34 
Heavy native cows 142-15 14%2-154%2 15%2-16%2 34 29 
Light native cows . 1643-174 16%2-17%2 = =16 2-18 36 37 «634 $2 
Heavy Texas steers 11% 1% 12 12% 30 25 
Butt branded steers 11% 11y; 12 30 25 
Light Texas steers . 15 15 1514 341; 291% 
Ex. light Texas steers 17 17 18N 37 32 
Colorado steers 1042 1043 11 2914 2444 
Branded cows 14-14%, 14 -14% 15 -15% 33 28%-29 
Native bulls Il -11% 11 -11% 11% 24 20 
Branded bulls 10 -10% 10 «10% 10% 23 19 
Packer calfskins 25-35 25 +35 2712-373 80 65 
Packer kipskins 25 -28 25 -30N 26 -31 55 -60 50 





Sheep Pelts Weaken 
Shearlings and clips weaker. Big 
packers have admitted selling clips 
under $3.50, the recently prevailing 
price, some willing to accept new 
business down to $3.25. While No. 1 
shearlings were lately sold by big 
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P.S. Best “notion” for leathers with 
“that certain feeling’ —fatliquors from 


Salem Oil and Grease Company. 








TABER 
TANNERY 
PUMP 5S 


... have been meeting the special 
requirements of the Tannery since 
1859. Write for Bulletin TP-629 


TABER PUMP CO. 
300 Elm St. (Est. 1859) Buffalo 3, N. Y. 





THE only suc- 
cessful press 
that prepares 
Sole Leather 
for drum 
Sole Leather 
tanning, ex- 
tracting and 
oiling. 
WRINGER Also pre- 
pares both 
bark and chrome tanned sides and 
whole hides for the skiving and 
splitting machine 


| Quirin Leather Press Co. 


Olean, New York 








Brazilian Leathers 
Ask 


Schlossinger & Cia. Ltda. 
Caixa Postal 917 


Sao Paulo, Brazil 











packers at $3.00. more are offered 
and with buyers backing away, some 
sellers are looking for business 
around $2.75-2.85. 

Some small packers have sold at 
$2.75 for No. Is and there are ru- 
mors of sales also at $2.65 and as low 
as $2.50. Small packer clips sold at 
$3.00. The No. 2. shearlings last 
brought $2.25 for big packers with 
some small packers going at $1.75. 
The No, 3s are nominal at $1.65 last 
realized by big packers. 

Wool pelts easy at $3.50-3.65 per 
ewt. liveweight basis, some pullers 
only indicating $3.45 now. Some full 
wool dry pelts sold within the range 
of 28-30c delivered. Pickled skins 
easy. Some sold at $9.50 per dozen 
for sheep and lambs but more offered 
at this price and bids of $9.00. so- 
licited 


Small Packers Teeter 

Scattered sales reported here and 
tanners have been picking up occa- 
sional odd cars of certain desirable 
productions suitable for their re- 
quirements at going prices. Of late, 
the market showed a steadier under- 
tone as purchases were generally 
made at unchanged prices. 

However, at mid-week, there were 
signs of an easier undertone with sell- 
ers inclined to go along at tanners’ 
ideas of value. Some small packers 
have been trying for advances and 
refused bids at steady prices but lat- 
est business would indicate a barely 
steady market. 

Sellers asking up to 15¢ on very 
choice plump hides sold at 141 9c 
selected. one car of 50-52 lb. av. 
also bringing this price while other 
lots moved around the 14e mark. 
One car of fairly good quality small 
pa ker hides of 48-50 Ib. avg. sold at 
a shade under |e flat. fob. Heavier 
hides such as around 50-57 lbs. avg. 
difficult to sell at over 13c¢ and on 
60-63 Ib. avg.. best bids were around 
l14ac. last paid even though some 
sellers asked 12-12¥4c. Some small 
pac ker bulls sold at 10c. 


Country Hides Spotty 
Although no volume business re- 
ported in this market, some sales 
have been passing with the bulk 
around 12c flat trimmed fob, ship- 
ping points. Better lots averaging 
18-50 Ibs. from not too high freight 
points have moved fairly well at that 
price although less desirable produc- 
tions and more distant productions 
from high freight points have been 

discounted by about a half cent. 
At same time. light hides averaging 
around 42-43 lbs. have been selling 
at 12! flat and this price also was 
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paid for a car of 48 lb. avg. very 
good locker-butcher hides. Some sell- 
ers at country points now ask 12'%4e 
and up but find tanners respond with 
bids usually 111%-12c. Buyers are 
watching developments in big packer 
as well as small packer hides and 
govern commitments on country 
hides accordingly. , 

Glue hides have some call. Tan- 
ners show interest in light weight 
No. 3 hides around 914c and some 
purchases were indicated at that 
price, 


Big Packers Sluggish 

Only two of the four big packers 
were active sellers early this week. 
All four killers reluctant to offer 
hides on the market. Reasons for the 
hold-back were not clear. 

Some interest by tanners at mid- 
week for heavy and light native 
steers, heavy native cows, light na- 
tive cows, branded cows and Colo- 
rado steers. Although not all tanners 
were in the market, there were orders 
for a few hides in these selections at 
steady prices. 

Hide exchange operators showed 
interest from time to time, predicated 
upon price fluctuations in the hide 
futures market. Interest from these 
speculative outlets was indicated in 
specific average weights of native 
steers and lighter average weight 
Colorados. These buyers also showed 
preference for certain production 
points because of freight cost con- 
siderations. Big four killers, how- 
ever, were not ready to accept this 
business, despite the fact that demand 
from tanners was not aggressive. In 
making up lists of unsold stocks, one 
hig packer reported a somewhat 
smaller kill last week with prospects 
of an even lighter kill this week due 
to high live costs of cattle and slow 
movement of beef caused by con- 
sumer price resistance. Another big 
packer who sold freely in recent 
weeks also was inclined to await de- 
velopments before putting out new 
offerings. Even packers who had not 
sold lately were not anxious to do 
business. A little specialty tanner de- 
mand appeared at mid-week for St. 
Paul low grub heavy native cows at 
steady price of 15!2c. Other selec- 
tions also held at last trading levels. 

One of the smaller independent 
packers sold 800 Detroit and 1,600 
Chicago light native cows at 16! 
as well as 800 Detroit heavy native 
cows at 15c: 800 Detroit heavy and 
light native steers at 13c and 800 
Buffalo heavy and light native steers 
at 12%4c, these prices fob. shipping 
points with a kosher allowance. 
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Deerskins Foggy 

Business difficult to confirm as 
most buyers are out of the market or 
else name very low ideas. No late 
offers of New Zealands and market 
difficult to quote at the moment. Last 
confirmed sales at $1.00 cif., but this 
could not be duplicated now. Brazil 
“jacks” firmly held at origin but buy- 
ers here have reduced their ideas 
down to 50c¢ landed, which is a con- 
siderable decline from last confirmed 
sales and not acceptable to sellers. 


Pigskins Scattered 

Only scattered sales passing as 
most buyers are out of the market. 
Manaos grey peccaries said available 
at $2.20 fob., basis importers, 
though some shippers still have 
higher views. Some “special” large 
sized Brazil grey peccaries sold at 
$3.00 ex-dock, but this is not consid- 
ered the market as some tanners will 
pay premiums for certain skins, 

Bolivian grey peccaries have sold 
at from $1.70-1.85 c&f., as to ship- 
pers, but not much interest now. 
Blacks are neglected and difficult to 
quote. Wet salted capivaras continue 
in demand and routine sales passing 
around steady levels. Chaco carpin- 
chos slow due to price differences of 
buyers and sellers. 


Dry Sheekskins Slack 
Tanners still showing relatively lit- 
tle interest in the raw stock markets. 
Some primary markets have come 
down from recent top levels but prices 
are still out of line with buyers’ views. 
Foreign shearlings somewhat easier 
but not enough of a reduction in 
price to interest tanners. Cape shear- 


lings, bare to one inch, 50/55-lbs., 
offered at 25 pence for primes and 
23 pence for secondaries and 14-114 
inch, 70, 80-lbs., at 33 pence and 31 
pence, respectively, without interest- 
ing buyers. Lower prices also named 
for Montevideo mouton selections 
but volume is limited, 

Hair sheep markets continue slow. 
New offers received of Addis-ababa 
butchers at $11 per dozen and now 
buyers have reduced their ideas to 
$10.50. Brazil cabrettas offered at 
$12.50 fob. and buyers’ ideas nearer 
to $11 for business. Some shippers 
still have ideas over $14 with reports 
of some business around $13.00 c&f., 
but buyers have since reduced their 
ideas on account of the lower goat- 
skin levels. 

No interest in regulars and _ best 
bid for “specials” $15 a dozen. Shade 
dried Mombasas, 125/135-lbs.,  of- 
fered at $6.00. Cape glovers have 
been moving in a limited way at 130 
shillings for Cape Town, basis West- 
ern Province. No change in Nigeri- 
ans, Mochas and dry salted Sudans. 

Wool sheep skins continue slow and 
nominal. Although the downward 
trend seems to have been halted on 
Australians, asking prices are. still 
too high for pullers here. At the last 
Sydney auction, quarter and third 
wools were unchanged while other de- 
scriptions were unchanged to two 
pence lower. There was no Mel- 
bourne auction. 

Slats continue hard to move here 
even though prices have come down 
from recent top levels. U. S. buyers 
are not interested in these skins and 
reports from Europe that those buy- 














Leather Finishes 


Quality leather finish is one of the prime ingredients that 
contributes to the art of making fine leather. 

Many years of experience together with uniformly high 
standards of production have helped to give HYDRODITE its 
respected position in the leather industry. 

The producers of HYDRODITE invite you to make use of 
their research laboratory and technical staff. 
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ers have purchased enough skins to 
keep them going. 


Reptiles Waiting 

Reports from the Leather Show in- 
dicate that sampling of reptile leath- 
ers was relatively better than for 
other lines but real business has not 
yet developed. 

Raw stock markets firm and some 
trading has developed in India whips. 
Several lots of Madras bark tanned 
whips, 4 inches up, averaging 4°, 
inches, 60/40 assortment, sold at 75- 
78c while U.P. whips, 4 inches up, 
averaging 414 inches, 60/40 and 
70/30 assortment, sold at 56-66c, as 
to shippers and outside now generally 
asked. On the 4 inches up, averaging 
414, inch, 70/30 assortment Madras 
whips sellers are asking 72-75c¢ and 
up to 80c for the 4%, inch average. 
Offerings of Calcutta whips, 4 inches 
up, averaging 41% inches, at 521%- 
55¢ as to assortment and shipper. 

Cobras and vipers slow and nomi- 
nal at the moment but some sellers 
feel that with a revival in whips, it 
may affect the other descriptions. No 
interest in Siam descriptions except 
ring lizards. Other varieties neglected 
with late offers for shipment not 
taken and it is understood there are 
still some skins in warehouse that re- 
main unsold. 

Good demand for Brazil back cut 
tejus but few offered due to the 
drought conditions at origin. Some 
business reported at 65c fob. for 15 
60/25 assortment, 90/100. selection. 
but most shippers’ ideas are from 70- 
75c fob. Not much interest in giboias 
although a combined lot of tejus and 
giboias lately sold at 62c fob. No 
new sales noted of Argentine descrip- 
tions as offers small and firmly held. 


Goatskins Weaken 


Market continues to show signs of 
weakness, pronounced in India and 
Mocha goatskins. Latest offerings 
Gujrat Amritsars at $7.00 per dozen 
c&f. with $6.50 possible. Genuine 
Batis off about $1.00—down to 
$10.50, with Bati types 50c down to 
$8.50. Where shippers reduce prices, 
tanners show some interest. Other- 
wise sales lag. 

Shippers reported asking $1.00- 
$1.02 per lb. c&f. for Red Kanos 
goatskins, basis primes. Tanners will 
not go over 95c where last trading 
reported. Shade dried Mombasas at 
$8.00 per dozen c&f. for skins select- 
ing 45/30/25 weighing 110 115 Ibs. 
North Bahias, Pernambucos and 
Northerns in Brazil last sold at 88c 
per lb. fob. for skins selecting 70% 
regulars. Tanners bid 70c tops. 
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News Quicks 


About people and happenings coast to coast 





. . 

Illinois 
® Arthur C. Trask Co., Chicago, has 
announced the transfer of Clifford J. 
Ellison, Chicago sales representative, 
to the St. Louis territory. Ellison can 
be reached by telephone at Hiland 
1500 or at his address, P.O. Box 63, 
Webster Groves 19, Mo. 


® International Shoe Co. reports it 
is planning to open its factory at 
Flora early in April. Installation of 
equipment has begun, according to 
James Lee Johnson, vice president, 
and some 380 workers will be hired 
to make women’s shoes. The Flora 
plant was closed down by Interna- 
At that time, 
it was producing women’s shoes. 


tional two years ago. 


® During the Jan.-June 1951 period, 
Chicagoans spent 8.99 percent of 
their shopping dollars on shoes, ac- 
cording to a survey completed re- 
cently by the Chicago Tribune. 


Indiana 
®@ Production of 
shoes at the Vincennes plant of Brown 
Shoe Co. is reported gaining momen- 
tum. The plant was reopened Jan. 21 
after a shutdown of five months after 
having concentrated for almost a year 


low-priced Ww ork 


on production of Army combat boots. 
Prior to that, it turned out women’s 
and misses’ welt oxfords. Employ- 
ment is well over the 100 mark. 


Wisconsin 
® Archie L. Witherell, process su- 
pervisor at the Fred Rueping Leather 
Co., Fond du Lac, recently marked 
his 40th anniversary with the com- 


pany. Witherell joined Rueping in 
1912 as assistant chemist and was 
chief chemist before assuming his pres- 
ent duties. 


® Nunn-Bush Shoe Co., Milwaukee, 
reports work is nearing completion on 
its more than $315,000 in building 
expansion projects, 


Massachusetts 
© Samuel R. Carlisle has been elected 
president of Manage-Arm, Inc., 
Boston consultants in personnel ad- 
He succeeds Gordon A. 
Campbell, who has resigned to accept 


ministration, 


the position of personnel manager with 
the Massachusetts Bonding and Insur- 
Carlisle has had extensive 
experience in personnel, administrative 


ance Co. 


and supervisory development problems. 
The firm is active in the tanning in- 
dustry. 


© Cc. & D. Leather Co. has been 
organized as buyers and finishers of 
sheepskin linings for women’s shoes 
and slipper sox at 120 Washington 
St., Haverhill. Arthur J. Boudreault 
and Gerald A. Comeau are partners 
in the new venture, which has been 
established on full-time basis after 
operating part-time for the past year. 


@® Manufacturing Laboratories, 
Inc., reports it is enlarging its fac- 
tory at 272 Northampton St., Boston, 
and moving its main offices from 53 
State St. to the new location. 


® Victor Bennett has been named 
sales promotion manager of Mutual 
Shoe Co., Marlboro manufacturer of 
“Foot Flairs,”” women’s dress Compo’s. 


Bennett was formerly with Abraham 
& Straus in Brooklyn, N. Y. Mutual 
is planning an extensive consumer ad 
vertising campaign this spring. 


® Ralph H. Hall has been promoted 
from assistant to sales manager of 
Bird & Son, Inc., East Walpole, in 
the shoe carton division. He succeeds 
Roy M. Springer, who has been named 


consultant. 


e William Malo has joined the exee 
utive staff of Porter Shoe Co., Mil- 
ford manufacturer of men’s, women’s 
and children’s shoes. Malo was for 
merly assistant general superintendent 
in charge of fitting rooms at Florsheim 
Shoe Co. in Chicago. 


New York 
® Dominick J. Calderazzo, presi- 
Footwear Corp., 
Dolgeville, and Larry J. Horan, 
president of J. & J. Slater, Inc., New 
York, are again serving as co-chairmen 
of the Shoe and Leather Committee 
for the 1952 Catholic Charities cam 


dent of Eastern 


paign, now in progress. 


® Sebastian Gallo has been placed 
in charge of quality at Eastern Foot 
wear Corp., Dolgeville. He was for 


merly with Seymour Troy. 


® William Potash, shoe designer and 
pattern executive, is reported to have 
resigned his position with LaMarquis¢ 
Footwear, Inc., manufacturer of Oom 
phies. 


® Wolsam, Ltd., New York wom 
en’s shoe manufacturer, has moved all 
production facilities into its factory 
at 524 Broadway. The firm formerly 
operated two plants. 


@ Julius Levine has become a part 
ner in Comet Shoe Mfg. Co., Brook 
lyn shoe manufacturing firm. The 
firm was formerly known as Para 


mount Shoe Mfg. Co. 
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Miss Helen Moulton, R.N., industrial nurse of Portsmouth, 

Ohio, has worn this shoe for over a year. The shoe shows 

hard wear but note the linings — still tight, still smooth 

as this unretouched photo shows. Miss Moulton states: 

“These shoes and others I've had like them don't de- 
velop wrinkled or loose 
toe linings. In my work 
it just wouldn't do.” 





Cs a 
> 


CELASTIC* 
Proves Itself Again and Again } 





Celastic gets the toughest tests in shoes worn by people who 
are on their feet a lot. Such examples afford proof that 
wherever shoes are sold, if they’re made with Celastic they 
have these four salesworthy features: 


@ wearer assurance of toe comfort 
@ a box toe that won't discolor hose 
@ preservation of toe shape 
@ the means of building brand 
preference and repeat sales 


With Celastic Box Toes there’s a permanent bond of 
doubler and lining to form a light but durable toe structure. 
The character in the toe of a last is reproduced accurately. 
Few items add so much to a shoe’s value —help so much in 
establishing an ever increasing list of satisfied customers. In 
shoes with Celastic, the toe linings stay wrinkle-free and sag- 
free — assure toe comfort without question. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS **CELASTIC” is @ registered trade-mark of The Celastic Corporation 
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New Hampshire 
® Normand Liberty has resigned as 
general manager of H. O. Rondeau 
Shoe Co., Farmington manufacturer 
of women’s shees. He will announce 
his plans for the future after a vaca- 
tion. 


®@ Joseph N. Connors, Jr., has re- 
signed as vice president and a director 
of Miller-Hermer, Inc., Dover, to join 
H. O. Rondeau Shoe Co. of Farming- 
He has 
been succeeded as superintendent and 
general manager at Miller-Hermer by 
Moe Rosenbloom, superintendent of 
Bruce Shoe Co. at Biddeford, Me. 


® Robert W. Andrews has been ap- 
pointed assistant to president Laurence 
F, Whittemore of the Brown Co., 
manufacturer of shoe innersoles and 
other products in Berlin. Andrews, 
a graduate of the University of Maine, 
will devote his efforts to the improve- 
ment of production, reduction of costs 
and other operational problems. 


ton in an executive capacity. 


Michigan 

@ Tyer Rubber Co. of Andover, 
Mass., has appointed Fred J. Simon 
as sales representative for the Foot- 
wear Division in western Michigan. 
Simon was associated with the Sam 
Fox Department Store as assistant 
basement manager and buyer of foot- 
wear and other lines during the past 
four years. J. F. Mumford, Michi- 
gan representative for the past 15 
years, has been named sales supervisor 
for the state and Bud Sexauer will 
now cover eastern Michigan. 


@ Trustee has been elected at first 
meeting of creditors of The Huette 
Shoe Mfg. Co., Three Rivers shoe 
manufacturer, it is reported. Bond 
is set at $5,000. 


Missouri 


® Hubert Jennings has joined Sel- 
wyn Shoe Mfg. Co. at Boonville. He 
succeeds Earl Jackson. Jennings was 
formerly cutting room foreman for 
the St. Louis Shoe Mfg. Corp. at New 
Athens, ll. He has been succeeded 
there by Joseph Montoyne. 


® Moccasins, Inc., manufacturer of 
moccasins, is reported looking for 
larger quarters in Bangor, where it 
intends to expand its production. Ed- 
ward Rosen, president of the firm, 


reports the company has been unable 


to satisfy customer demand because 
of inadequate space. 


© Bangor’s shoe industry operated at 
normal capacity during Feb., accord- 
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ing to George R. Reese, manager of 


the employment security office there. 


Tennessee 


® Net profits of General Shoe Corp., 
Nashville, for the Jan. quarter to- 
taled $552,109 on net sales of $23,- 
064,373. This compares with net 
profit of $721,130 on sales of $21,- 
§13,762 a year earlier. 


California 


® Henry Baroni has joined Sbicca 
of California as sales manager. For- 
merly in sales and designing with Cel- 
lini, Inc., Philadelphia, Baroni suc- 
ceeds Arthur Sbicca, who will do de- 
sign and general sales work. Baroni 
will also be in charge of promotion 
and advertising for Sbicca. 


® Mayor Robinson of San Francisco 
has set aside the week of June 1 as 
San Francisco Shoe Week in con- 
junction with the semi-annual show- 
ing of the West Coast Shoe Travelers 
Associates, Inc. The latter will hold 
its show on June 1-4 in San Francisco. 


Canada 
©@ B. F. Goodrich Rubber Co. of 


Canada, Ltd., at Kitchener has re- 
ceived a $220,000 Defense Depart- 
ment order for some 19,000 flying 
boots for the RCAF. 


® Employes of Humberstone Shoe 
Co., Port Colborne, Ont., have ac- 
cepted an interim six cents per hour 
Wage increase retroactive to No. 12. 
Wages will be fixed at a later date 
after the company has made a study 
of its business and piecework rates. 
The increase is part of a new agree- 
ment between the firm and Interna- 
tional Fur and Leather Workers Union, 
worker bargaining agent. Other ben- 
efits are included. 


@ Franwell Leather Co., Toronto, 
Ont., has made an assignment in bank- 
ruptcy, according to notice filed. 
Allan W. Jackson, C.A., has been ap- 
pointed custodian. 

END 


SELL MORE SHOES 
(Continued from Page 10) 


Unfortunately, we talk to, not with, 
each other. We need open forums in 
the industry, more integration of 
minds with industry improvement as 
the target. A great present need is a 
substitute for the wholesaler, the old 
“integrator,” who had both the manu- 
facturer and retailer at heart. Re- 
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tailer and manufacturer are working 
separately, sometimes in opposition, 
and the poor consumer, he’s just 
camping outdoors. 

What the Factory 
Conference is aiming to do in inte- 
grating factory problems, we need to 
do, with a similar organization, to 
integrate distribution and sales prob- 
lems. Today we can’t distribute more 
than 65 percent of our production 
capacity. Our comment about the 
loss in 1951 output was that “we 
made too many pairs the year be- 
fore.” Can't we face up to the fact 
that we just did a poor sales job? 

We are constantly discussing things 
that should be done. But they won't 
be done until manufacturers and re- 
tailers get together and act with plan 
for industry advancement. And one 
of the big jobs of such mutual action 
is to separate the facts from the fie- 
tion in shoe business. 

As an industry we must begin to 
think more of how we can move our 
shoes rather than how to move my 
shoes. The “my” thinking results in 
gaining sales only by taking them 
from the competitor rather than from 
gaining because people are buying 
more shoes from the industry as a 


Management 


whole. 


Point-of-Purchase 
Merchandising 

Point-of-purchase merchandising is 
never done well with a hidden stock. 
In department stores the “visual sell- 
ing” is accounting for much of the 
increased business in many depart- 
ments. Yet we insist on hiding our 
shoes. New sales people never know 
where many patterns are hidden. 
With about 500 patterns in stock, 
maybe 25 are on view. In hats and 
dresses and countless other items, the 
customer sees the entire stock at once. 
But never in shoes. 

It's fair to assume that displays 
have played an important part in 
ready-to-wear Since 1929 
they ve showed a rise of 26 percent 
above shoe sales. In 1929, consumers 
spent 414 times as much for clothing 
as for shoes. In 1950 they spent six 
times as much. Putting it another 
way. in 1950 consumers spent 1.4 
percent less of their income on cloth- 
ing than in 1929-—but 22 percent less 
on their shoes. 

Did price differentials do this? The 
record shows that shoe prices have 
risen appreciably less than many, if 
not all, apparel lines. Comparing 
1933 prices with 1949, we find: 

Family apparel rose 513% 
Women’s apparel rose 456°, 
Men’s apparel rose 310°; 
Shoes rose 248%, 


sales. 





Every shoe store in America needs 
more selling types. Most stores are 
doing about 75 percent of their busi- 
ness on 25 percent of their stock. Do 
you realize that a consumption. in- 
crease of only one pair per capita 
which could be achieved with a wise 
selling program—would mean $1.5 
billions more volume in shoes a year? 
Figuring a profit of about five per- 
cent and it would amount to $75.- 
OOO000, 
ness would improve about 25 percent. 

This is exactly what the chain stores 
did some years ago-—and are: still 


The average store’s  busi- 


doing it. 


Failure in Retail Sales Training 

So many of us became shoe men 
like Humphrey Smith became a 
psychoanalyst: his father left him a 
couch. 

A direct need for training is shown 
clearly in the NRDGA Comptrollers 
Congress report on shoe results in 
the stores of this group. 

1. Shoes have 2°, more markup 
than store average. 

2. Shoes have 2.4°; 
down than store average. 

3. Shoes average 38. 
as against $4.36 for store average 
(1950). 

b. Shoe department turnover is 
2.8 times as compared with store 


more mark- 


+ 
io 


per sale 


average of four times. 

>. Shoe sales people earn 33.3 
percent higher commission for selling 
than do store averages for personnel. 

The man who should be doing sales 
training was not trained himself 
unless he was in another line before 
going into footwear. When we need 
a new shoe sales person we hire one 
from across the street, and the latter 
does likewise. Most shoe men are 
self-trained. Salesmanship in the 
store is being replaced with promo- 
tions. Salesmanship on the road is 
being replaced with advertising. The 
“salesman” today in shoe business is 
a misnomer. He is becoming more 
of a “service” 
“sales” man. We are losing by this 
shift. 


man and less of a 


Failure to Get Together 

An alert shoe man told me recently, 
“We have permitted the spotlight at 
attention to move away from footwear 
so that consumer interest in’ shoes 
has tended to become secondary. The 
potentialities for getting consumers 
to think positively about shoes is 
enormous. It's not alone that per 
capita consumption holds to a snail's 
pace, but the industry’s failure to 
capitalize on genuine volume pros- 


pects destroys profit possibilities.” 
The gentleman is certainly making 
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with the truth. I wish I had said that. 

It was interesting for us to learn 
from a recent survey that almost an 
even half of our customers plan to 
go to the National Shoe Fair in Chi- 
cago this October. We asked them 
what would improve their interest in 
this convention. All answers pointed 
toward “more information”—not just 
from companies but from the indus- 
try as a coordinated unit. 

It’s our system that’s sick 
it is in the department store, when 
they flop in shoes they lease the de- 
partment to a chain, which with the 
same clerks, shoes, fixtures and space 
does a profitable job. When the doc- 
tor finds you with a fever, his medi- 
cine is not to cure the fever but to 
cure the cause of the fever. 


just as 


The Need for Promotion 

We've failed to do justice to this 
need to lift shoes out of the role of 
mere accessories— promotion that will 
sell value, develop more consumer 
consciousness of shoes. 

\dvertisers of dresses cut off the 
feet of their models. but show hats. 
gloves, luggage, belts, umbrellas and 
artificial flowers——all the accessories 
but shoes. If we can show those ad- 
vertisers the value of completing the 
picture with shoes to go with the 
costume, we've done something of 
mutual profit. The same goes for a 
lot of the fashion magazines. A 
fashion magazine unblushingly shows 
a hundred models, all with the same 
old opera pump. The same magazine 
would howl to heaven at the thought 
of doing the same with other acces- 
sories. The fashion magazines can be 
criticized for their laxity--but the 
shoe industry deserves chief blame 
for not counteracting it. 


Failure to Sell Shoe Values 

Consumers have yet to be effec- 
tively told or sold on the relative 
values in shoes as compared with 
other apparel. We still let others 
think for us: the tanner for the shoe 
factory, the latter for the retailer. 
But the consumer insists upon think- 
ing for himself. 

Many retailers are willing to oper- 
ate much as the other salaried em- 
ployes of the factory. This trend is 
so obvious that perhaps the passive 
role is desired by the retailer. Though 
it has a semblance of security. it also 
begets a limited future. 

The chain store is an exception to 
this. Years ago, it pulled out of the 
rut and set up a merchandising pro- 
gram of its own. As a result, the 
chains are claiming some 60 percent 
of retail shoe store sales. 
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Only 80 percent of shoe operations 
are profitable. If chains are getting 
60 percent of the business, inde- 
pendents and department stores and 
others are getting the remaining 40 
percent. But this 40 percent of retail 
outlets is showing a non-profit oper- 
ation in 40 percent of the cases. 
Where the chains are succeeding, the 
others are failing. 

Its the heart of our distributing 
and merchandising system that’s sick. 
\ milk wagon horse will never win 
the Derby, even with a new jockey 
and a longer whip. America’s best car 
driver can’t win at Indianapolis in a 
Maxwell. A new manager won't make 
a bad system work. A pan under the 
leak won't patch the roof, no matter 
how big or expensive the pan. 

When we as an industry awaken 
from our lethargy and recognize 
truth from fiction, we're going to 
catch up with the apparel industry 
and add some $1.000,000,000 to our 
annual shoe sales. We've got to stop 
telling ourselves, “We're doing pretty 
well in shoes.” We're not——if we con- 
sider that our best progress from 
1929 to date is 26 percent behind 
that of the apparel industry. 


Void Left 

The elimination of the shoe whole- 
saler years ago left a void yet to be 
filled. It voided a common meeting 
ground where the consumers’ inter- 
ests were given first preference. It 
integrated our sense of direction. If 
the chains continue their growth, it is 
quite possible that as they've become 
the dominating power at the retail 
level. they could become the dominat- 
ing force at the manufacturing end 

or turn manufacturer as well as 
retailer. It’s actually in the wind. 

The keynote of the remedy for 
shoe business lies in this: Our plan 
of operation must start with the con- 
sumer and work backward—not vice 
versa as we've been doing. 

The shoe “problem” is not a mix- 
ture of many problems but boils 
down to a simple need: to please the 
consumer more, 

The “control” of shoe distribution 
has shifted hands with the years 
from wholesaler to retailer to manu- 
facturer to chain. But no segment 
should control or dominate it. Shoe 
distribution will meet its maximum 
success when there is unification of 
control by all segments combined 
moving in a common direction with 
a common theme.  And_ especially 
when we decide to convert talk into 


action. 
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Every Hazardous, 
unwanted tack can be 
electronically located... 


No more overlooked tacks due to “hit or miss’ hand 
searching! No more scratches and cuts for the oper- 
ator! You can be assured that shoes will leave the 
factory tree from misplaced side lasting staples, 
insole and toe lasting tacks. 


What it is. The Tack Detector is a compactly de- 
signed, portable machine utilizing heavy duty elec- 
tronic tubes and parts for long and uninterrupted 
service. Placed on a convenient bench, shoes may 
be inspected without removal from the rack by 
means of the probe or wand which is connected to 
the machine by a light and flexible cable. 


i 


"ie. 


with the UAC 


TACK-DETECTOR 


MODEL A 


when wand contacts metal objects. Search is rapid 
as over-all contact of the insole can be made on 
one entry and removal. 


High production . . . Low maintenance. Depend- 
ing on factory conditions, production will vary from 
approximately 6000 pairs daily where the operator 
merely searches the shoes to approximately 2000 
pairs where search and removal are performed 
by one operator. Maintenance costs are low. 


For complete details call the nearest United 
Branch Office. 


How it works. An audible but UNITED SHOE MACHINERY CORPORATION 


muted buzzing signal sounds 


BOSTON, MASSACHUSETTS 
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The only machine which cuts and 
cements uncoated tapes, and ap- 
plies the stays with precision accu- 
racy to lining or upper. Length of stay determined 


by instantly and easily changed control lever. 


1. Greater Production 


The fastest, most accurate and most 
uniform method of eyelet stay 
applying is provided with this ma- 
chine. 33°, faster than hand work 
and 15‘, faster than present ma- 
chines. In many instances, it will be 
more economical to operate than 
present methods. 


Your United Branch Office representative can provide complete details 


SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


UNITED 


2. Better Quality 


Stays are always cut to exact length 
desired .. . applied precisely where 
they are needed to support and re- 
inforce entire eyelet row. Trouble- 
free eyeleting, particularly with 
blind eyeleting, is obtained through 
use of narrow ribbon of strong 
thermoplastic cement applied off 
center to allow unhindered setting. 


LEATHER and SHOES 








3. Lower Costs 


Feeds uncoated cloth or economical 
paper tapes. Total savings up to 
24‘; at the stay applying operation 
are possible with paper tapes. 
Savings in varying degrees are pos- 
sible over nearly every other method 
of eyelet stay cutting and applying. 
Fewer stops to trim or relocate stays 
mean less outlay for non-productive 
operation. 
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CLASSIFIED ADVERTISING 








Wanted and For Sele 





Tannery for Sale 
FULLY EQUIPPED small tannery for sale 
Reasonable price for quick action. Owner 
retiring 
Address C-8 
o Leather and Shoes 
20 Vesey St., 


New York 7, N. Y 


Machinery Wanted 


WANTED: Second-hand Shoe Machinery and 
Tanning Mac y of every description, in or 
nearby Chicago and St. Louis, exclusively 
Address C-9 
c/o Leather and Shoes 
300 W. Adams St 
Chicago 6, Ill 


For Sale 
PLANET SOLE ROUNDING MACHINE 
U.S.M.C. Model D 


Good Condition 
Make offer 
CALIFORNIA LEATHER JOBBING 
CORPORATION 
963 Harrison Street, San Francisco 7, Cal 


Chamois Leather 


INQUIRIES are invited for our Standard 
Quality Fullskin Finished Chamois Leathers 
Packed in cellophane bags Cheap prices 
Prompt delivery. 
MONA CHAMOIS COMPANY, 
62a Athol Street, 
DOUGLAS, 1.0.M., ENGLAND 


George H. Scherer 
Consultant Tanner 


Sole & Upper Chrome & Vegetable 
1300 Regester Ave 
Baltimore 12, Md 


Cash Buyers of All Grades of 


Animal Hair 


Horse and Cattle Tails 
Horse and Cattle Tail Hair 
Mane Hair — Hog Hair 


KAISER-REISMANN CORP. 
230 Java St., Brooklyn 22, N. Y 
Telephone: EVergreen 9-5953 


Roller-Non Roller 

Steel or Brass Base 
Graceful lines Smooth metal work 
Fine finishes Formed tongues 


Gilt Bronze 
Nickel * Gunmetal * Colors 
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Rates 


Space in this department for display ad- 
vertisements is $5.00 per inch for each 
insertion except in the ‘Situations Wanted’’ 
column, where space costs $2.00 per inch 
for each insertion. 
Undispl d adverti cost $2.50 per 

for each insertion under ‘‘Help 
Wanted’’ and ‘Special Notices’’ and $1.00 
per inch for each insertion under ‘‘Situa- 
tions Wanted.’’ 

space accepted: 1 inch. Copy 

must be in our hands not later than 
Tuesday morning for publication in the 
issue of the following Saturday. 
Advertisements with box 
strictly confidential and no information 
concerning them will be disclosed by the 
publisher. 


THE RUMPF PUBLISHING CO. 
300 W. Adams St. Chicago 6 

















SEDGWICK K. JOHNSON 


Leather Chemist and Tanner 
Research and Government Work a Specialty 


E-4 19 Pingry Place, Elizabeth 3, N. J 
ELizabeth 3-7336 


Wanted 


50,000 ft finished Sheepskins suitable for 
gloves, garments, sporting goods or novelties 
Please give specification, colors, and price 
and enclose swatches 
Address C-12 
c/o Leather and Shoes 
20 Vesey St 
New York 7, N. ¥ 


Agents Wanted 


MANUFACTURER of reliable and important 
line of shoe supplies wants representation on 
straight commission asis State lines now 
handling and territories covered 
Address C-13 
c/o Leather and Shoes 
300 W Adams St 
Chicago 6, Ill 


Distributors Wanted 


TANNING MACHINERY (new models) from 
Germany--foremost manufacturer since 1863 
Buffing Machine output per hour up to 70 hides 
Shaving Machine output per hour appr 
calfskins Write in full Many territories 
open 
Address C-14 
c/o Leather and Shoes 
300 W. Adams St 
Chicago 6, Il 


For Sale 
One Farber Degrainer—practically new 
One Heavy Turner Rolling Jack 
One Peerless Automatic Sole Buffer 
Two 55” and one 50” Jacques Shear Knives 
Complete table uni with gauges and clamps 
One 55” and one 50” Jacques Shear Knives 
and clamps only——-no gauges or tables 
Two 8” Buzzle Buffers 
Address C-16, c/o Leather and Shoes, 300 W 
Adams St., Chicago 6, I! 





Situations Wanted 





Cutting Foreman 


CUTTING FOREMAN desires position with 
reliable firm Will go anywhere 37 years 
old, 14 years experience cutting by hand and 
die Now employed as foreman, wishes 
change Is familiar with all styles of shoes 
and types and grades of leather Is quick 
and aggressive expert on cutting figures. 
Can teach new help Best of references 
Will come for appointment Address C-4, c/o 
Leather and Shoes, 300 W. Adams St., Chi- 
cago 6, Ill 
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. es 
Tanning Technician 
PRATT GRADUATE with 8 years upper leather 
tanning experience Experienced and trained 
r al eather processes. Excelle references 
urther details 
Address C-11 
o Leather and Shoes 
10 High St 
Boston 10, Mass 


Sales Demonstrator 
YOUNG MAN with six experience in 
tar y including two years in laboratory 

ion. Willing to relocate 
Address C-15 
Leather and Shoes 
300 W. Adams St 
Chicago 6, Ill 





Help Wanted 





Finisher 


Experienced in all types of leather, to work on 
samples in laboratory. Should be able to demon 
strate in the tannery. Excellent opportunity for 
the right man 
Address X-3 
c/o LEATHER AND SHOES 
20 Vesey St., New York 7, N. Y 


Sole Leather Cutting 


YOUNG MAN with a knowledge of cutting 
bends and bellies. In reply please state age, 
educational background and details of experi 
ence 
Address C-10 
c/o Leather and Shoes 
300 W. Adams St 
Chicago 6, Ill 














Aw cut it out, Spike. The warden says 
if | do a good job he'll tell me how to 
make better leather with fatliquors 
from Salem Oil & Grease Company 


because they penetrate properly. 
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Coming Events 


Deaths 


Index To Advertisers 





April 14-18, 1952.-Advance Fall Shoe 
Market Week. Sponsored by New Eng 
land Shoe and Leather Association. Ho 
tels Statler and Touraine, Boston, and 
member showrooms 


April 27-30, 1952. Annual Shoe Show 
ing. Sponsored by St. Louis Shoe Manu 
facturers’ Association 


May 5-7, 1952. Annual Spring Conven- 
tion of Tanners’ Council. Castle Harbour 
Hotel, Tuckerstown, Bermuda 


May 11-13, 1952 Fourth Factory Man 
agement Conference. Sponsored by Na 
tional Shoe Manufacturers Association. 
Netherlands-Plaza Hotel, Cincinnati, O. 


May 11-15, 1952 Popular Price Shoe 
Show of America. Showing of shoes for 
Fall 1952, sponsored by National Associa 
tion of Shoe Chain Stores and New Eng 
land Shoe and Leather Association. Hotels 
New Yorker and McAlpin, New York City. 


May 19-20, 1952 Eighth Annual Meet 
ing of National Hide Association, Hotel 
Cleveland, Cleveland, O 


June 1-4, 1952. Annual Convention of 
American Leather Chemists Association 
Ocean House, Swampscott, Mass 


June 22-25, 1952 Mid-Atlantic Mid 
Season Shoe Show. Penn-Sheraton Hotel 
Philadelphia, Pa 


Sept. 2-5, 1952 Allied Shoe Products 
and Style Exhibit. Hotel Belmont-Plaza, 
New York. 


Sept. 4-5, 1952--Showing of American 
Leathers for Spring and Summer, 1953 
Sponsored by Tanners’ Council of America 
Inc. Waldorf-Astoria Hotel, New York City. 


Oct. 23-24, 1952. Annual Fall Meeting, 
Tanners’ Council of America, Inc. Edge 
water Beach Hotel, Chicago, II. 


Oct. 27-30, 1952. National Shoe Fair, 
sponsored by National Shoe Manufacturers 
Association and National Shoe Retailers 
Association, Palmer House and other hotels 
in Chicago 





News Quicks 
New York 


® George M. Hodson has been ap 


pointed to the board of directors of 





International Products Corp. Hodson 
is general sales manager and has been 
with the company for more than 25 


years. 


®@ Faith of New York, Inc., has been 
organized at 545 Broadway, New York 
City, to produce soft and hard-soled 
slippers and she irling lined tootwear. 
Principals are Samuel Rottenstein, 
president; Samuel Winters, vice 
president; Max Borowka, secretary; 
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John C. Jacobs 


; 82, veteran shoe executive, died 
March 14 at Aurora, Mo. He was em- 
ployed in an executive capacity by the 
Juvenile Shoe Corp. there at the time 
of his death. Previously, he was asso- 
ciated with Carmo Shoe Mfg. Co. of 
Carthage for several years and had 
been a divisional superintendent for 
the firm of Hamilton Shoe Co. in St. 
Louis. He leaves his wife, Valeda F.; 
two brothers, Frank and Peter. 


Edward W. Honen 


.. . 74, former shoe superintendent, 
died March 18 at his home in Ashland, 
Mass. A veteran shoe man, he was 
very well known in Massachusetts 
shoe manufacturing circles and had 
been associated in an executive position 
in shoe factories there for many years. 
He leaves his wife, three daughters and 
six grandchildren. 


Alexander J. McCormick 

83, shoe supplies executive, died 
March 3 in Lynn, Mass. A veteran in 
the shoe supplies field, he was co- 
founder of the Ryan Ideal Stain & 
Blacking Co. of Lynn and had been 
active in the management of the busi- 
ness for the past 50 years, 


and Murray Cohen, treasurer. All 
are well known in the local shoe man- 


ufacturing trade. 


® Partnership on Zabelle-Levy Shoe 
Co., 122 Duane St., New York, whole- 
saler of cancellation footwear, has 
been dissolved, it is reported. Nathan 
J. Levy has withdrawn and William 
Zabelle will continue to operate the 
business on his individual account, 
using the trade style of Zabelle Shoe 
Co 


@ Spain’s new commercial attache, 
Emilio Motta, has disclosed that Span- 
ish leather goods, including foot- 
wear, will soon be exhibited in the 
U.S. in an effort to build up an Amer- 
ican market. Raffa and sport shoes 
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will be in a special exhibit during May 
at the Colonial Trust Co. Building. 


® Col. John F. Howard has assumed 
his new duties as chief of the Clothing 
and Equipage Branch of the New York 
Quartermaster Procurement Agency. 
He replaces Col. Louis F. Shirley, who 
has been reassigned to Germany. 


® Kaplan Products & Textiles, 
Inc., has changed its name to New 
York Industries. Sylvie Hamilton 
has been placed in charge of styling. 


Nebraska 
@ The Midwestern National Shoe 
Travelers Associates will hold its 
Fall Footwear Showing on May 18-19 
at the Paxton Hotel, Omaha. 
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NOTHING LIKE IMPROVEMENT! 






and the “Double Action” 
bring you 





King Kai Kaoos of ancient Iran was not only heir-minded 
but air-minded. He prodded local engineering talent until it 
came up with a neat little ivory platform hauled by eagles; 
then Kaoos, himself, went up. Motive power was generated 
by the eagles’ hunger. Just as long as the birds strained to 
grab food suspended above them, out of reach, the king hit 
new highs in transportation. But when the feathered flight 
crew got tired of doing something for nothing, the king hit 
hard and barren ground. 

How different today, when thousands of horsepower and 
ingenious mechanisms are at the command of well-fed pilot 
and co-pilot! Here's double-action improvement on a royal 
scale. 

Reminds us of Nopcolenes—the superb fatliquors that 
do such an outstanding job. Nopco’s Nopcolenes started with 
a flight of creative imagination: we believed we might pro- 
duce tanning oils that could do double duty—provide excel- 
lent surface lubrication in addition to easily-controlled, highly 
efficient penetration. 


NeW NOPCOLENES 
improvement PLUS 





Our original Nopcolene* products showed conclusively 
that we had the right idea. But we were not satisfied. We 
researched further, with the result that today our improved 
Nopcolenes are truly fatliquors—enabling the 
tanner to obtain leather with just the degree of surface feel, 
hand, break, and stretch desired. 


sensational 


Moreover, since these superlative oils are readily soluble 
and moisture-free, they offer definite economies in handling, 
freight, and storage. 

Be sure to try the improved Nopcolenes, if you're not 
using them already. Unlike King Kai, you'll hit pay-dirt— 
in the form of better products, increased 
sales, the extra goodwill that comes only 
from complete customer satisfaction. 


Free! This book gives up-to-the-minute data 
about Nopco’s improved Nopcolenes, and for- 
mulas for various leathers. Write for your copy. 





Nopco Oils make good leather better 


NOPCO CHEMICAL COMPANY, Harrison, N. J. 


Lf owe nS 





Branches: Boston « Chicago * Cedartown, Ga. * Richmond, Cal. 


*Nopcolene is a Registered Trade Mark of Nopco Chemical Company 
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STYLE NO. 567 
Hand-Sewn Apache Tie 


COLOR NUMBER 4 








Again, it's TOMAHAWK — tanned the Rueping way — and 
chosen by the Plymouth Shoe Company for this new, hand- 
sewn two-eyelet tie... style and comfort hit for "52. Write 
today for samples of Tomahawk leather — famous for its 
smooth, lustrous, aniline type finish! 
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